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Interesting History 
Of State Insurance 


Experiments Issued 


Percy F. Garnett of Pacific Board 
Tells Story of Unfortunate 
Results Generally 


ECONOMY THE ONLY EXCUSE 


State Funds and_ Self-Insurance 
Schemes in Many States Have 
Proved Costly to Taxpayers 





In an effort to prove that the history 
of various state insurance experiments 
shows that the government in insurance 
has made no very commendable record 
and that the only real reason behind gov- 
ermment experiments in insurance is to 
try to economize on premium costs, 
Percy F. Garnett of the Board of Fire 
Underwriters of the Pacific has written 
a thirty page pamphlet reviewing the 
rather sad experiences of many state 
funds and self-insurance funds. This 
work of Mr. Garnett is full of valuable 
data for agents and company men who 
find themselves up against a fight with 
some municipality or state which contem- 
piates entering the insurance business or 
setting up its own fund for covering pub- 
lic property. 

The statement has been made, says 
Mr. Garnett, that insurance is “one of 
the social services for which government 
is peculiarly adapted if not inherently 
obligated.” Refuting this argument and 
giving reasons for his position Mr. Gar- 
nett states: 

State Not Adapted For Business 

Operations 

“As a matter of fact the state is not 
‘peculiarly adapted’ to perform any busi- 
hess operations. The state is essentially 
a political organization. Incidental to its 
political functions, it does have very ex- 
tensive business affairs, which it per- 
forms with varying degrees of excellence, 
but on the whole with a standard of effi- 
ciency below that usual to privately 
owned business ventures. 

“The reason for this is not far to seek. 
The state’s chief executive officers are 
elective and in practice changed at fre- 
quent intervals. Its department heads 
have an element of insecurity in their 
tenure of office likewise. Efficiency and 
business ability are not the sole nor often 
the most important considerations wheth- 
et for election or for appointment. Sub- 
ordinates are apt to be appointed either 
under a political reward system or under 
civil service laws, which give the depart- 
ment head a very limited choice in select- 
ing his subordinates and make it well 
tigh impossible to discipline or to dis- 
charge them. However admirable or nec- 
‘sary all these conditions may be from 


(Continued on Page 28) 
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Over Fifty-four Years in the United States 





Departmental Offices at 
Hartford New York 
Chicago and San Francisco. 

















An Oregonians 


Daughter 


A Portland, Ore., citizen in January, 1917, took a 
$50,000 policy for the benefit of his sixteen-year-old 
daughter. At his death the Company was to retain the 
principal, and pay interest on it to the daughter until 
she reached age 30, and the principal then in full. In 
February, 1919, the father died. From 1920 up to and 
including July of this year, the interest payments totaled 
$35,967.17. On her birthday, in July, she received the 
$50,144 of principal—the $144 was a post-mortem divi- 
dend. Her total receipts were, therefore, $86,111.17. 


While nearly all other types of investment were 
crashing, this life insurance investment stood unshak- 
able, and while the income from nearly all other types 
was suspending, reducing, or permanently vanishing, 
this life insurance income was steadily paying, year 
after year, to the last stipulated penny. 


Such a record of safety and certainty is matchable 
by almost every life insurance company. No wonder 
that life underwriters hold high their chins in these 


queer days. 


THE PENN MUTUAL LIFE INSURANCE CO. 


Independence Square 


WM. A. LAW, President 


PHILADELPHIA 




















Riehle Named For 
N.A.L.U. President By 


Nominating Council 


Election Today; L. O. Schriver 
Edges Out A. E. Patterson 
For Vice-President 


DES MOINES NEXT YEAR 








Managers Section Hears Discussion 
On Eliminating Non- 
Producers 





By Clarence Axman 


Milwaukee, Sept. 26—One of the larg- 
est conventions in the history of the life 
insurance business started here on Mon- 
day of this week with an advance regis- 
tration of a thousand and a meeting of 
the new National Council of the National 
Association of Life Underwriters. 

The National Council voted to report 
as its nominating choice, Theodore M 
Riehle, Equitable Life Assurance So- 
ciety, New York, for president; and Les- 
ter O. Schriver, Aetna Life, Peoria, for 
vice-president. Formerly there were five 
vice-presidents of the National Associa- 
tion, but under its new format. there will 
be one. 
rowed down to Lester O. Schriver and 
Alexander E. Patterson of Chicago. Mr. 
Schriver won out in the National Coun- 


The race for vice-president nar- 


cil by one vote. Mr. Patterson’s friends 
will make no contest. 


vote was counted Mr. Patterson went 


As soon as the 
over and congratulated Mr. Schriver. 
There was no opposition to Theodore M. 
Riehle. 

Convention Next Year at Des Moines 


James G. Callahan, Metropolitan Life, 
St. Louis, was the Council’s choice for 
secretary and Robert L. Jones, State 
Mutual, New York, for treasurer. 

The next annual convention will be in 
Des Moines. The other cities which 
wanted it were Denver, Boston and 
Nashville. 

The twelve candidates for trustees 
getting the highest votes are Chester O 
Fischer, Connecticut Mutual, St. Louis; 
Paul F. Clark, John Hancock, Boston; 
Julian S. Myrick, Mutual Life, New 
York; Holgar J. Johnson, Penn Mutual, 
Pittsburgh; Ernest Grey, Des Moines; 
Horace Mecklem, New England Mutual, 
Portland; Clarence Peterson, Phoenix 
Mutual, San Francisco; Abner Heald, 
Provident Mutual, Milwaukee; John 
Witherspoon, Pacific Mutual, Nashville, 
Ernest W. Owen, Sun Life, Detroit; Sam 
Cummings, Kansas City Life, Dallas; 
Charles J. Zimmerman, Connecticut Mu- 
tual, Newark. 

Myrick Managers Section Chairman 

Julian S. Myrick was the chairman at 
the opening of the General Agents Sec- 
tion Monday night. The principal talk 
(Continued on Page 8) 
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THE CAREER UNDERWRITER 
BUILDS SOUNDLY 


The Career Underwriter in The Northwestern Mutual Life 
Insurance Company has always been ready and willing to 
accept the responsibility put upon him by the founders and 
management of the Company. 


The founder and organizer of The Northwestern was a Career 
Underwriter. 


The management of the Company has ever kept to the fore the 


ideal of the supreme service of the Career Underwriter. 


The results of the efforts of Career Underwriters for 77 years 
have placed The Northwestern Mutual Life Insurance Com- 
pany Sixth among all American Life Insurance Companies as 
to Premium Income, Total Income, Payments to Policyholders, 
Total Disbursements, Admitted Assets; Fifth as to Surplus 
Funds; and Seventh as to New Business and Insurance in force 
—as of December 31, 1933. 


CLIFFORD L. McMILLEN 
General Agent 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 
Main Office—347 Madison Avenue 
Times Square Branch—1450 Broadway 


“ISLE OF OPPORTUNITY” 
VAnderbilt 3-5500 


R. J. PICKARD, Office Manager 
JAMES F. CHAPMAN, Agency Secretary 
MEYER M. GOLDSTEIN, C.L.U., 

Manager of Times Square Branch 


CHARLES V. CROMWELL, Production Manager 
GLENN B. DORR, C.L.U., Agency Assistant 

S. LEE RICKLES, Agency Assistant 

CHARLES A. VOTAW, C.L.U., Educational Director 
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A high spot of the three-day conven- 
tion of the Union Central’s $250,000 Club, 
held at White Sulphur Springs, Septem- 
ber 13-15, was the announcement of a 
new policy known as the Multiple Pro- 
tection Policy, a contract so constructed 
as to be highly attractive, both as a per- 
sonal and business protection. More than 
40 Union Central people from the home 
ofice and field were present. 

The Multiple Protection policy is an 
come contract designed tc pay $100 a 
month income (for a $10,000 policy) for 
ten, fifteen or twenty years from date 
of the insured’s death, depending on the 
length of income period selected, and 
then the face value in cash. Other note- 
worthy features include attractive con- 
version privileges which add great con- 
tract flexibility and make the policy ex- 
tremely adaptable to future changes in 
the policyholder’s insurance needs. 
_Another attractive feature of the pol- 
iy from the sales standpoint is the phy- 



















Left to Right: John L. Shuff, Cincinnati; Lester A. Rosen, N.Y.C.; George B. 
Hollister, Cincinnati, president of $250,000 Club; Mrs. W. F. Hanselman, wife of 
Supt. of Agencies; Manager and Mrs. W. T. Feeley, Grand Rapids 


UNION CENTRAL'S $250,000 CLUB 
Meets at White Sulphur 


sical makeup of the contract, so designed 
as to bring out at a glance all the im- 
portant contract provisions and make it a 
sales document in itself. 


Eighty-two Agents in Sales Idea Contest 


A convention novelty which drew uni- 
versal interest and resulted in developing 
many worth-while sales ideas was a sales 
idea contest sponsored by the company 
and open to every qualified agent in at- 
tendance. Eighty-two members of the 
Union Central field force entered this 
contest and submitted sales ideas to a 
committee of home office executives who 
studied them all and selected the twelve 
best to be presented on the convention 
floor by their respective authors. Presi- 
dent W. Howard Cox, Herman Stark, 
New York, president of the Union Cen- 
tral $500,000 Club, and George B. Hollis- 
ter of Cincinnati, president of the $250,- 
000 Club, acted as judges of the ideas 
as presented in convention and selected 








manager at Little Rock 








Lat to Right:L. H. Fletcher, Cleveland; H. A 
— Memphis; R. P. Fitch, Akron; J. W 
Wers, Asst. Supt. of Agencies; J. J. Harrison 


Gordon, 


general agent, 


Seated: R. A. Lyne, co-manager, Pittsburgh; F. A. 
Peoria; 
president, Union Central; standing behind bench: E. S. 
Diem, Buffalo; Leo J. Burns, Buffalo; George Pansiera, 
asst. treasurer; W. R. Rathbone, Austin, Texas 





Left to Right: Walter E. Barton, president, C. B. Knight Agency; C. E. Cox, 
New York Agency; Leo J. Burns, Buffalo, winner of golf tournament; W. Howard 
Cox, president, Union Central 


as winner of the first prize William B 
Monroe of the James W. Smither New 
Orleans Agency. Arthur W. Tell, who 
represents the Denver Agency at Scotts- 
bluff, Neb., took second prize. Ten ad- 
ditional awards were made to the fol- 
lowing men whose entries were given in 
person on the convention floor: J. J. 
McLean, Kansas City Agency, Salina; 
John R. Riha, Omaha Agency; Jack 
Knight, Lester A. Rosen and Major A 
P. Simmonds of Charles B. Knight 
Agency, New York; Steve W. McGill, 
Ft. Wayne Agency; J. B. Wolfe, Atlan- 
ta; E. H. Cason, Memphis Agency at 
Greenville, Miss.; Leonard H. Fletcher, 
Cleveland Agency, and Edward S. Diem, 
Buffalo. 

From the standpoint of social events 
and entertainment as well as from the 
business viewpoint the first meeting of 
the Union Central $250,000 Club proved 
unique in the company’s gatherings. 
Fred Waring and his famous thirty-five- 





. Howard Cox, 





J. R. Clark, Jr., 

Charles Medaris, financial representative at Cincinnati; 

standing above: A. F. Cardon, Home Office; W. C. 

Milner, Jr., Atlanta; Thomas N. Beach, Home Office; 
Louis Guberman, New York City 


piece radio and stage entertaining or- 
chestra played for the convention bail 
and provided a delightful evening. Some 
thirty limericks of fun-poking nature 
were written in advance about prominent 
members of the field force and sung from 
the stage by the Waring band. 


Burns of Buffalo Wins Golf Tournament 


Eighty-one members of the convention 
crowd participated in a golf tournament 
staged over the two eighteen-hole courses 
at the Greenbrier Hotel. Leo J. Burns, 
associate manager, Buffalo Agency, wor 
a prize for low gross score. Runner-up 
was tied between F. J. Blose of Dayton 
and Galloway C. Harrison, Seattle man- 
ager. Low net was won by Manager 
Herman A. Zischke of the Chicago Agen- 
cy and runner-up was Major A. P. Sim- 
monds, New York. 

Blind bogey winners were Walter E. 
Barton, head of the C. B. Knight Agen- 

(Continued on Page 14) 
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Marked Improvement 
Since Turn of Year 


POINTED OUT BY M. A. LINTON 





Provident President Cites Among Other 
Things Fact Security Prices Have 
Risen Above Book Values 





There has been a marked strengthen- 
ing of public confidence as reflected in 
increased purchase of new life insurance 
and a decided falling off in terminations, 
M. A. Linton, president Provident Mu- 
tual, points out in reviewing the situa- 
tion for the year to date. The amount 
paid to the Provident Mutual in the first 
seven months of this year on account of 
new insurance and annuities has been 
more than two and a half times the fig- 
ure for the corresponding period of last 
year. This, together with the decline in 
terminations, has resulted in an increase 
in assets for the company in seven 
months of $10,508,000, the largest in- 
crease ever experienced by the company 
in a corresponding period. : 

Another constructive development 1s 
that the increase in the prices of high 
grade securities has brought the book 
value and market value of the companys 
securities close together. At the low 
point in security prices in the middle of 
1932, to illustrate the general rise that 
has taken place, Provident Mutual’s se- 
curity holdings, other than governments, 
were 20% below book value; at the end 
of 1932 they were 12.5%; at the end of 
1933 they were 94%, and on August 1, 
1934, the market value exceeded the book 
value by a fraction of 1%. 

The Provident Mutual has followed a 
conservative investment policy. At the 
beginning of the year it held $10,000,000 
in government securities and has since 
purchased $4,825,000 additional. The 
coinpany’s cash balance on August 1 
stood at $7,432,000. 

There is also improvement in the 
mortgage loan field as reflected in im- 
provement in interest collections this 
year. The curve of overdue interest is 
flattening out and inquiries by prospec- 
tive purchasers of property taken on 
foreclosure have also increased. 

The Provident’s new paid for insur- 
ance for seven months amounted to $46,- 
200,000, an increase of 10% over the cor- 
responding figure for last year. 


HOME OFFICE PROMOTIONS 





Life Insurance Co. of Virginia Names 
R. E. Henley Vice-President; Four 
Others Advanced 

Robert E. Henley, general counsel of 
the Life Insurance Co. of Virginia, has 
been elected vice-president and general 
counsel of that company, his new duties 
to become effective October 1. Mr. Hen- 
ley’s promotion was made along with 
certain other changes in the home office. 

E. A. Crawford, formerly assistant sec- 
retary in charge of ordinary production 
in the industrial field, has been appointed 
assistant vice-president and A. R. Ker- 
shaw, formerly manager of the mortgage 
loan department, has also been appointed 
assistant vice-president. Mr. Kershaw 
will still continue his duties in the mort- 
gage loan department. 

H. V. Schenck has been advanced to 
manager of the bond department and 
Charles T. Rogerson has been named 
assistant supervisor. All of these pro- 
motions become effective October 1. 





FLORIDA SPEAKER IN INDIANA 


On his way to the National Associa- 
tion convention, Victor E. Beamer, gen- 
eral agent for the Equitable Society in 
Jacksonville, Fia., spoke before meetings 
of the Life Underwriters Association in 
Indianapolis and Fort Wayne, Ind. Mr. 
3eamer, who is on the program of the 
Managers Section of the Milwaukee con- 
vention, was located in Indianapolis for 
a number of years. He is a graduate of 
Indiana and Yale Universities. 





President of Continental 
Assurance Production Club 


MISS DELLA KROPP 


The production leader of the Conti- 
nental Assurance during the past year 
has been a woman, Miss Della Kropp of 
Chicago, ‘who has qualified for.the Presi- 
dent of the club for the 1934-35 year. An- 
nouncement of her leadership was made 
by Vice-President G. F. Claypool just 
before the President’s Cup departed for 
Bermuda, after its convention in Chicago 
last week. 

Miss Kropp, who was born on a farm 
at Lake Zurich, Ill., northwest of Chi- 
cago, entered the life insurance business 
in 1929 after having had preliminary 
business experience working in suburban 
and outlying Chicago banks. Her first 
selling experience had come in 1928 when 
she supervised members of the Junior 
League in Milwaukee in selling subscrip- 
tions to a magazine to raise funds for 
their charities. Her only life insurance 
affiliation has been with the Continental. 
Her chief diversion is horseback riding. 

In commenting on her record, Vice- 
President Claypool said, “Miss Kropp, 
although a young woman, has during the 
past five years demonstrated her ability 
as an underwriter. Her outstanding rec- 
ord has been accomplished by hard, con- 
sistent, well sustained effort. She is a 
leader in every sense of the word and an 
example of what can be accomplished by 
persons going into the field of life in- 
surance and applying themselves diligent- 
lv and intelligently to the upbuilding of 
their business.” 





AUGUST BUSINESS EVEN 





Research Bureau Reports 53% of Mem- 
bers Ahead of Month Before; Year 
to Date 13% Bigger 


_Comparison of new insurance produc- 
tion during the first eight months of 1934 
shows it 13% ahead of 1933, according 
to figures of the Sales Research Bureau. 
With the last twelve months taken as a 
basis for comparison sales for the year 
ending August 31, 1934, were 7% greater 
than for the previous twelve months. 
August production, according to reports 
from the Bureau members, was just 100% 
of last year’s figure, being approximately 
the same figure. 

However, of the companies reporting 
to the Bureau 53% reported gains over 
the previous month. 





WINS LINCOLN NATIONAL PRIZE 

The safety trophy of the Lincoln Na- 
tional Life at Fort Wayne, Ind., pre- 
sented each year to the air pilot judged 
the best in the Indiana air tour has been 
won by Major Charles E. Cox, Jr., man- 
ager of the Indianapolis Municipal Air- 
port. Frank M. Moore, general agent 
for the Lincoln National in Indianapolis, 
presented the trophy. 
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A Satisfying 
Agency Service 


FOR BROKERS, SURPLUS 


AND INDEPENDENT WRITERS 





Speed 
We are prepared to furnish you with 


illustrations immediately upon re- 
quest. 


Completeness 
We maintain a Master File of Ordi- 
nary Life — Family Income — Retire- 
ment Income — Single Premium and 
Annuity illustrations for all ages. 





NEW ENGLAND MUTUAL PROPOSALS 
COMMAND FAVORABLE ATTENTION 





Production Manager: WHEELER H. Kina, c.1.v. 
Brokerage Manager: Harotp H. Moors, c.1.v. 


Office Manager: F. A. B. Stanton 


ALLEN & SCHMIDT 


EDWARD W. ALLEN + H. ARTHUR SCHMIDT 
GENERAL AGENTS 





217 BROADWAY, NEW YORK 


TELEPHONE: CORTLANDT 7-3873 
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Sigourney Mellor In 
Tie-Up With H. C. Cross 


TO WRITE FOR THE PRUDENTIAL 





Philadelphian to Maintain Separate Office 
Under Mellor & Co. Name; A. 
R. Allen Is Counsel 





Sigourney Mellor, head of the inde- 
pendent life office of Sigourney Mellor 
& Co. in Philadelphia, has made an af- 
fliation with Homer C. Cross, recently 
appointed manager of the Prudential’s 





SIGOURNEY MELLOR 


Philadelphia Ordinary agency. Mellor & 
Co. will continue to maintain its own 
cfices in the Lincoln Liberty Building 
and will place surplus business with vari- 
ous life companies, with whom their 
present contracts remain unaltered. 

Mr. Mellor has been an important pro- 
ducer in Philadelphia or New York for 
many years and as during much of the 
time he has operated on a free-lance 
basis his company affiliations have been 
many. However, he has held a contin- 
vous contract with the Provident Mutual 
Life since 1912, and in 1932 he was presi- 
dent of that company’s producers’ club. 
His premium income to that company 


since 1912 is estimated between $8,000,000. 


and $10,000,000. 

Affiliated with the Mellor office is A. 
Rushton Allen, member of the Philadel- 
phia bar and a former partner of Mr. 
Mellor in the life insurance business. Mr. 
Allen’s capacity is as consultant in cor- 
poration, partnership, taxation and trust 
work in which the Mellor office special- 
izes. 

The Prudential Ordinary agency with 
which Mr. Mellor has made this affilia- 
tion was until recently under the man- 
agement of A. C. Williamson, who, how- 
ever, has moved to the Pacific Coast 
where he will continue to represent the 
Prudential. His successor, Homer C. 
Cross, was brought from Cincinnati, 
where he had represented the company. 

Mr. Mellor’s insurance career began in 
1912 when he left a $20 a month clerical 
job in Philadelphia to become an agent 
of the Provident with no previous selling 
experience. He soon was company lead- 
er and teamed up with A. Rushton Allen. 
he two of them were made New York 
general agents in 1916. Each has had a 
number of affiliations since, including a 
Period during which they were partners 
again in Mellor & Allen, general agents 
in Philadelphia for the Home of New 
York. In May of this year Mr. Allen, 
who studied law and passed the bar ex- 
aminations while a general agent, be- 
came counsel for the Mellor & Co. office. 


_ CITY SALARY SAVINGS 

City employes of Middleboro, Ky., are 
> have available insurance under the 
Salary Savings plan, being put into 
operation by E. E. Hollyfield, Jefferson 
Standard. r 














When School 
Is “Out” 


For thousands of promising 
youths, boys and girls, school days 
have ended. 


Not because they will it, but because they 


are compelled to go to work. 


They are the sons and daughters of unin- 
sured or underinsured fathers who have 


been suddenly taken away. 
Remind fathers of the Endowment for Edu- 


cational Purposes. 


Keep Young America 
In School 





Che Prudential 


Insurance Company of America 


Epwarp D. DuFFie.p, President 


Home Office, Newark, New Jersey 


























C. H. Jackson Promoted 
To Postal Presidency 


PAID TRIBUTE AT LUNCHEON 





Succeeds Late Arthur Jordan; M. J. 
Denda Elected Vice-President of Par- 
ent Co.; Their Respective Careers 

C. H. Jackson was elected to the pres- 
idency of the Postal Life and Postal Na- 
tional Life, both of New York, at a 
board of directors’ meeting a few days 
ago, succeeding the late Arthur Jordan 
He has been vice-president and Mr. Jor- 
dan’s right hand man. 

M. J. Denda, vice-president of the 
Postal National Life, was elected vice- 
president of the parent company, to oc- 
cupy the post held formerly by Mr. Jack- 
son. At a luncheon held in New York 
City on Wednesday representatives of 
the Postal companies paid tribute to 
their new president. 

More than thirty years in the life in- 
surance business Mr. Jackson has spent 
considerable of that time in the field 
Having begun his career as an agent he 
appreciates their problems. He was for 
twenty-three years with the Security 
Mutual Life of Binghamton, serving as 
superintendent of agencies, and then 
took a similar post with the Scranton 
Life for three years. He next went with 
the Union Central Life as manager of 
its Buffalo agency and while there be- 
came good friends with Harvey Weeks, 
then with the Provident Mutual; Har- 
rison L. Amber, then Serkshire Life 
manager, and Clay Hamlin, Mutual Ben- 
efit star. He was active in civic affairs in 
both Binghamton and Buffalo. 

In May, 1932, Mr. Jackson came to 
New York City and joined forces with 
the Postal as assistant to the president 
The following January he was advanced 
to vice-president and made a director, 
which post he has held up to this time 
\s president one of Mr. Jackson’s objec- 
tives will be to build good will for his 
companies. 

He comes of an insurance family, one 
biother, Sidney A., being insurance 
manager of Douglas L. Elliman Corp 
up-town real estate house; another 
brother, Harry S., being with Marsh & 
McLennan, and a sister, Edith G., being 
with the American Surety. 





Denda From Montana 


Vice-President Denda, University of 
Montana product and native of that 
state, has been with the Postal National 
Life since it started five years ago and 
he has been largely responsible for its 
production, which averages more thar 
$2,000,000 paid-for annually. He worked 
on Montana newspapers after leaving 
college and then went to Chicago, where 
he landed in life insurance as assistant 
to James A. Grizzard of the Grizzard 
System instead of in a newspaper office, 
as he had planned. He came to New 
York in 1929 to join the Postal National, 
where in addition to being vice-president 
he is a member of the board of both 
companies. 


HASTIE SEES CAPITAL FLIGHT 

Speaking at the regular monthly lunch 
eon of the Toronto Life Underwriters 
Association, J. R. Hastie, assistant man- 
eager of the Mutual Life of New York 
at Chicago, predicted that United States 
capital will flow into Canada in greater 
volume, especially in the direction of tl 
mining market. Mr. Hastie pointed on 
that while United States business 
were aware of the excellent opportunit 
for investment in Canada’s  securiti 
new security legislation will come 
effect on October 1 which will increas 
the desirability of Canadian investments 
to the buyer in the United States 


VICTOR A. TOLIVER DIES 
Victor A. Toliver, 44 years old, who 
had been with the Guarantee Life for 
thirteen years, died recently at his home 
in Columbus, Ind. He was assistant dis- 
trict manager for the company there. 
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Limitation of Agents 
Research Bureau Topic 


ON ITS CONVENTION PROGRAM 





John G. Parker to Describe Canadian 
Activities Toward Keeping Only Good 
Agents After Two Years 
Canadian activity on a plan which 
would limit the permanent agents of life 
insurance companies to those who show 
by their first two years’ production that 
they have a reasonable chance of suc- 
cess will be a topic at the annual meet- 
ing of the Life Insurance Sales Research 
Bureau and the Association of Life 
Agency Officers at the Edgewater Beach 
Hotel in Chicago October 29, 30 and 31. 
J. G. Parker, actuary of the Imperial 
Life, Toronto, and chairman of the Can- 
adian joint committee which has been 
working out the plan, will discuss what 

results the committee is achieving. 

Further indication of the prominence 
of this problem in the thought of life 
insurance men at the present time is the 
fact that it will also be discussed at the 
coming meeting of the American Life 
Convention by James W. Simpson of the 
Sun Life, Montreal. 

Comments on this problem appear in 
the current issue of the Managers’ Mag- 
azine, published by the Research Bureau, 
which says in part: 

Comments of Managers’ Magazine 

“It is as plain as the nose on our face 
that interest in the number and quality 
of life insurance salesmen is rapidly ap- 
proaching a degree of heat which will 
produce some sort of concerted action. 

“Concerted action in Canada is, of 
course, a simpler problem than in the 
United States because of both the smaller 
number of companies and provincial in- 
surance departments. But this handicap 
should in no way deter our efforts in 
this country. 

“The wise men who comment on the 
state of nations say that after every pe- 
riod of economic depression there is a 
wave of reform movements. This may 
explain the psychological causes of the 
reform movement in the sales end of the 
life insurance business. But the infer- 
ence is that all is forgotten when the 
sweet bells of prosperity begin to chime 
again. 

“We honestly hope that either our 
present difficulties last a little longer or 
that the importance of our man power 
situation becomes so apparent that we 
will not slacken our efforts until some 
simple machinery has been set up which 
will guarantee to better effect than at 
present a personnel worthy of the prod- 
uct it sells.” 





EXTEND ARNETTE’S FIELD 





Fidelity Mutual Manager For Entire 
State of California; With Company 
For Twenty-seven Years 

W. J. Arnette, Fidelity Mutual Life 
manager in San Francisco, has been ap- 
pointed to take over the additional man- 
agership of the company’s Los Angeles 
office succeeding Earl B. Stirdivant, re- 
signed. This gives Mr. Arnette the en- 
tire state as his territory. He will di- 
vide his time between the two agencies. 
J. M. Mitchell is assistant manager at 
San Francisco and Mr. Arnette plans to 
appoint an assistant in Los Angeles. 
Fach will manage his own office when 
Mr. Arnette is at the other. 

The California manager has been with 
the Fidelity Mutual twenty-seven years, 
starting in the Southern States, being a 
general agent in Florida, then Chicago. 
He was for a time agency vice-president 
of the Volunteer State Life of Tennessee 
but resigned in 1928 and for a year and 
a half went touring around the world. 
In 1929 he rejoined the Fidelity, made an 
agency survey of the Pacific Coast and 
was appointed manager in San Francisco 
a few months later. He is chairman of 
the general agents’ and managers’ sec- 
tion of the San Francisco Life Under- 
writers Association. 














September 28, 1934 



































erhaps one of fatherhood’s 
greatest interests is in looking 
ahead and planning for his son. 
He hopes the boy will have 
more ability than Dad pos- 
sesses and, if possible, better 
training. The September 
Metropolitan’s advertisement* 
shows the Field-Man talking to 
a father about this subject in 
which the father is so intensely 
interested. 


Before grammar schools, high 
schools and colleges open for 
their fall terms is a good time 
to talk about Educational Fund 
policies. The Metropolitan's 
advertisement may start 
fathers thinking before a Field- 
Man calls. 


























*Business Week, Collier's, Cosmo- 
politan, Forbes, Nation's Business, 
Saturday Evening Post, Time. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


Frederick H. Ecker, President 
ONE MADISON AVE., NEW YORK, N. Y. 








Two-Day Program fail 
Legal Section of A.L.C 


BROSMITH NAMES _ SPEAKERS 





Jurists and Leaders of Legal Professio, 
to Address Meetings on Oct. 8.9, 
Executive Session Oct. 12 





_ A program covering two days of meet. 
ings and including among its speakers 
some of the outstanding jurists anq 
prominent leaders of the life insurance 
legal profession of North America has 
been announced by Allan Brosmith, at. 
torney for the Travelers and chairman 
of the Legal Section of the American 
Life Convention. The Legal Section 
meeting at the Edgewater Beach Hotel 
Chicago, on October 8 and 9, will be 
held as is the usual custom on the two 
days prior to the meeting of the main 
body of the Convention. 

The Industrial Section will hold its an- 
nual meeting on the afternoon and eye- 
ning of October 11, the Financial See- 
tion will convene the morning of October 
9 and continue in session throughout the 
day, while the Agency Section will hold 
its session in conjunction with the Con- 
vention proper on the morning of Octo- 
ber 12. 

The executive session for the election 
of new officers for the convention, action 
on committee reports and other general 
business is to be held the afternoon of 
October 12. 

The program for the Legal Section’s 
meeting as announced by Chairman 
Brosmith follows: 

Monday, October 8 

“Review of Recent Decisions,” Charles 
B. Robbins, manager and general coun- 
sel, American Life Convention, St. Louis. 

“Misconceived Public Policy — The 
True Basis of Decisions Allowing Dis- 
ability Benefits Prior to Proofs,” Milton 
W. Mangus, associate counsel, the State 
Life, Indianapolis. 

Discussion by Robert E. Hall, associate 
counsel, the Aetna Life. 

At noon on October 8 the annual 
luncheon for the members of the Legal 
Section and their guests will be held in 
the North Room of the Edgewater 
Beach Hotel. The guest speaker will be 
Weymouth Kirkland of Kirkland, Flem- 
ing, Green and Martin of Chicago. 

The speakers and their subjects for the 
afternoon session will be: 

“Some Thoughts of Administration of 
Civil Justice as Particularly Applicable 
to the Insurance Business,” E. K. Wil- 
liams, K.C., Winnipeg, Canada. 

Discussion, Jacob S. New, vice-president 
and counsel, Eureka-Maryland Assur- 
ance Corp., Baltimore, Md. ; 

“Power of Legislatures to Impair the 
Obligation of Life Insurance Contracts, 
E. V. Mitchell, general counsel, Cont- 
nental Assurance Co., Chicago. 

Discussion, J. Wirth Sargent, Jochems 
& Sargent, general counsel, Farmers & 
Bankers Life, Wichita. 


Tuesday, October 9 

“Burden of Proof as Affected by the 
Suppression of Medical Testimony ™ 
Objection Urged by the Party to be 
Benefited by the Statutory Privilege, 
Sam T. Swansen, general counsel, North- 
western Mutual Life, Milwaukee. 

Discussion, W. Vinson, Vinson, 
Elkins, Sweeton & Weems, general 
counsel, Great Southern Life, Houstot, 
Tex. ; 

“Some Problems in Acquiring Title © 
Real Estate,” Joseph T. Carney, asso 
ciate counsel, Western & Southern Life, 
Cincinnati, O. 

Discussion, George J. Cleary, general 
counsel, United Benefit Life, Omaha 
Neb. 9 
The afternoon session on October 
will open with an open forum discussio? 
of the Oklahoma Escheat Law. ; 

Following the close of this discussion, 
Ralph H. Kastner, associate counsel, the 
American Life Convention, St. Louts, W! 
give “A Review of Legislative and De 
partmental Action.” 
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HELPING THE AGENT 


1934 STYLE! 





Back of every life insurance claim lies a human interest story in which life insurance plays an 
heroic part. Nine such human interest stories, based on actual experience from life, will be dra- 
matized and broadcast from coast to coast by Provident Mutual, using the National Broadcasting 
Company's Blue and Pacific Networks on successive Tuesday evenings beginning October 2. 


A complete direct mail campaign, including the use of telegraph messenger service, will insure 
that the current prospects of Provident Mutual Agents will be among the millions of radio listen- 
ers. In addition, national magazine advertising will be used to focus attention on the programs. 
We cordially invite all members of the insurance fraternity to tune in and enjoy the “Story 


. : ” 
Behind the Claim. 
Tune In Any of These Stations. 

Atlanta WGST 8:15 Detroit WIR 9:15 Portland, Ore. KGW 10:15 
Baltimore WBAL 9:15 Duluth W EBC 8:15* Rochester WHAM 9:15 
Birmingham WBRC 9:30* Kansas City WREN 8:15 Richmond WMBG _ 8:00* 
Boston WBZ 9:15 Los Angeles KFI 10:15 St. Louis KWK 8:15* 
Cedar Rapids KWCR 8:15 Minneapolis-St. Paul KSTP 7:15** San Francisco KGO 10:15 
Chicago WLS-WENR 8:15 New York WIZ 9:15 Seattle KOMO 10:15 
Cincinnati WCKY 9:15 Norfolk WTAR_ 9:15* Spokane KHQ 10:15 
Cleveland WTAM _ 7:30* Omaha KOIL 8: Springfield WBZA 9:15 
Denver KOA 6:15* Pittsburgh KDKA 9:15 Syracuse WSYR 9:15 
Des Moines KSO 8:15 Washington WMAL 9:15 


PROVIDENT MUTUAL 


LIFE INSURANCE COMPANY OF PHILADELPHIA 
; Founded 1865 


; ** ; inning } 5 
*Programs begin October 16 Mondays beginning October 1 
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Western & Southern Life To Erect 
Addition To Cincinnati Home Building 
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Charles F. 
Western and Southern Life, has an- 
nounced that work will start within the 
next thirty days on the addition to the 
company’s present home office in Cin- 
cinnati, announced in last week’s The 
Eastern Underwriter. 

The new building, seven stories in 
height, will be on the east side of Mc- 
Allister Street and will face the rear of 
the main building and the present annex 
on Broadway. It will be connected with 
these by means of an overhead bridge 
and by a tunnel running under McAllis- 
ter Street. It will adjoin the Fontbonne, 
a club for business women, which faces 
on East Fifth Street. 

The building was designed by the 
Hannaford firm of Cincinnati in conjunc- 
tion with Al Wachtel of the insurance 
company and Carl J. Kiefer, engineer in 
charge of mechanical design. 


Williams, president of the 


EUROPEAN SUB-STANDARD 
Special Business Is Discussed at Inter- 
National Conference in Prague; 
Munich Rewritings 
The first International Insurance Con- 
ference held in Prague recently was con- 
cerned chiefly with the matter of sub- 


standard risks in European life insur- 
ance. Most European countries were rep- 
resented. 

The Munich Reinsurance took up the 
reinsuring of sub-standard lives in 1916 
and insures at present such risks for 120 
insurance companies and groups of com- 
panies in Europe as well as in many 
foreign countries. At first American 
methods were followed, but it soon was 
realized that they did not fit European 
conditions and the company worked out 
its own system, which is giving satis- 
factory results and is expected to do still 
more, as experience is accumulated. 

The methods worked out by the Mu- 
nich Re as well as the insurance of sub- 
standard lives in other European coun- 
tries (France, Denmark, Czechoslovakia) 
was discussed in much detail in number 
3%, September 6 issue of Die Versich- 
erung, an insurance weekly, published in 
Vienna. 

A dinner was held at the Prague con- 
ference at which President Kubicek of the 
Svaz Ceskoslovenskych Pojisforenacted 
was toastmaster 








ne 
y 


Because of expansion of the insurance 
company’s business officials contemplat- 
ed the construction of a building along 
the south side of Fifth and extending 
along the east side of Broadway to the 
present structure, but due to the diffi- 
culty of acquiring certain pieces of prop- 
erty they abandoned that plan. 

The basement of the new structure will 
be sufficiently large to accommodate a 
heating plant to serve all present as well 
as any future buildings on the Western 
and Southern Co. properties. The first 
floor will be given over to a kitchen and 
a dining room seating 400, where em- 
ployes and officials will be served. The 
second floor will house the men’s and 
women’s recreation and first-aid rooms. 
The remainder of the building (five 
floors, each of about 9,000 square feet 
area) will be utilized for filing, storage 
and open offices. 


Riehle Nominated 


(Continued from Page 1) 
was made by John Marshall Holcombe, 
Jr., who said there was an endless flood 
of talk about weeding out unfit and un- 
qualified part time men from the busi- 
thought it opportune 
important to discuss full time men who 


ness and he and 


do not make good. He read records of 
more than twelve hundred full time men 
who were put under contract during cer- 
tain months of 1933. 
not justified their getting contracts and 


Many of them have 


Mr. Holcombe argued that there should 
be an elimination of those who are dem- 
onstrating that they will not be success- 
ful men. 


Cite Canadian Method 


He told of the company agreement in 
Canada where men are dropped if they 
do not produce $20,000 the first year and 
$30,000 the second year and the meet- 
ing passed a resolution suggesting that 
United States companies take similar ac- 
tion. It costs more than $400 to put on 
a new man during his first three months 
period of work. 

Many of the most important general 
agents in the country are here. The con- 
vention has a large number of group 
meetings of various kinds. 
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RELIANCE 'TRUSTWORTHINESS 


| = faith requires more than a will to 


serve. Capability is essential. The ability to 
invest wisely the funds entrusted to us has made 
the Reliance Life portfolio of investments one of 
the strongest in the nation. Here lie the rich 
reserves which safeguard Reliance life, accident 


and health policies. 


Ask M. H. Roberts 
of North Carolina 
A Reliance Leader 












Z ASSETS 
December 31, 1933 


$175,169,871.31 


INCOME Over OuTGO 
1933 


$4,831,493.77 


BANKERS LIFE 
COMPANY 


GERARD S. NOLLEN 
President 


DES MOINES, IOWA 


x 55 Years Old 
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Canadian Co.’s Expected To 
Cut Interest; One Co. Acts 


The. first Canadian company to take a 
step which is expected to become general 
among insurance companies in Canada 
was the Dominion Life, which this week 
reduced its interest rate on money left 
on deposit with the company from 5% 
to 44%, effective immediately. 

Similar changes are being forecast for 
the company’s new rate books which go 
into effect January 1, 1935. Among the 
changes to be made then, it is under- 
stood, will be a substantial increase in 
non-participating rates. 1 

Another change will be an increase in 
the initial participating rates accompan- 
ied by a reduction in surrender values 
on these policies, particularly in the early 
years. Surrender values for twenty years 
or more will remain practically un- 
changed. The surrender values on lim- 
ited payment policies will also be re- 
duced. ; f 

Expected increases-in annuity rates 
may also take place at the end of the 
year, but no change in the scale of divi- 
dends to policyholders is contemplated. 





VOTE ON PEORIA CONTRACT 





Life & Casualty Meeting Today; Two 
Suits Filed Against Reinsurance; 
Disability Cut in Question 
Stockholders of the Life & Casualty 
Co. of Chicago are to vote today on exc- 
cution of the proposed contract for re- 
insuring the business of the Peoria Life, 
the contract having been approved by 

the court in charge. 

Two suits have been filed against exe- 
cution of the contract, one on behalf of 
four policyholders drawing disability ben- 
efits and the other against reinsurance 
of the Michigan business only by two 
policyholders. 

The contract provides for a 50% re- 
duction in amounts to be paid on disa- 
bility claims arising prior to November 
15, 1933. The first suit says many claim- 
ants are insane or minors and that since 
the court did not appoint a guardian ad 
litem for them the proceeding is not le- 
gally binding upon them. 


RESIGNS HOME OFFICE POST 

After heading the agency department 
of the Guarantee Mutual Life of Omaha 
for fourteen years, F. A. Hicks has re- 
signed that position effective November 
l and has signed a contract as general 
agent for the company’s Southern Cali- 
fornia territory with headquarters in 
Los Angeles. Mr. Hicks has been with 
the Guarantee Mutual for twenty-two 
years. In 1920 after having demonstrat- 
ed his sales ability in the conservation 
department he was promoted to super- 
intendent of agents. 








ZIMMERMAN TO BE SPEAKER 

Charles J. Zimmerman, president of 
the Life Underwriters Association of 
Northern New Jersey and general agent 
ior the Connecticut Mutual will address 
the meeting of the Life Underwriters 
Association of Providence, R. I., on Oc- 
tober 11. Mr. Zimmerman’s talk is head- 
ed “Less Work and More Pep.” 





12 OUT OF 24 QUALIFY 
The J. A. Spargur home office agency 
of the Bankers Life of Des Moines led 
the company for the club year, recently 
ended. Of twenty-four full time ‘men 
twelve qualified for the Montreal school 
of instruction. 





Insurance Ad Conference 


Annual Meeting Next Week 


The annual meeting of the Insurance 
Advertising Conference is to be held 
next week at the Westchester Country 
Club, Rye, N. Y., on Monday, Tuesday 
and Wednesday. The annual dinner and 
‘tertainment will take place on Tues- 
day evening. Reports of officers and 
committees will be made and there. will 

a-large number of outside speakers, 
Previously announced. 











MODERN 
VIEWPOINT 


The Recht and Kutcher agency has 
an environment.of its own— unique in New York; 
unlike any other agency. It is entirely modern in 


viewpoint, facilities, and appearance. 


Our men have found the personal interest here 
they need. Every kind of assistance we know 
about is at their command. They are never 
encumbered by organization. Personality is 
appreciated. There could be no more congenial 
group than ours. Everyone profits by the broad pro- 


vision of service and the man-to-man associations. 


RECHT & KUTCHER 


EMPIRE STATE BUILDING 


General Agents for the 
Northwestern Mutual 
Life Insurance Company 





C= 2) 


“<< "4 billion dollar estate," 











Purchase of Annuities 
Still on the Increase 


BUREAU SIX MONTHS’ FIGURES 





New Premiums to Date High; Discuss 
Limitation on Amount of Single 
Premium Contracts 





The amount of new annuities being 
sold is still on the increase; in fact, the 
amount sold during the first six months 
of 1934 was a very substantial portion 
of the total for all of 1933, according to 
figures of the Life Insurance Sales Re- 
search Bureau issued this week. 

According to the study by the Bureau 
the experience of twenty-seven life com- 
panies, representing approximately 75% 
of the Ordinary insurance in force in the 
United States, shows the following re- 
sults: 

New annuity premiums collected by 
these companies for the first six months 
of 1934 were $101,452,000 as compared to 
$171,569,000 for the whole year of 1933. 

Total annuity premiums were $124,765, - 
000 as compared to $208,694,000 for the 
same periods, 

The increase being made by annuities 
as a percentage of the total premium in- 
come is also continuing: 


Total Annuity Premiums as a Percentage of To- 
tal Ordinary Life Insurance Premiums 


1934 
1930 1931 1932 1933 lst 6 Mos. 
4.2% 7.49% 6.3% 11.1% 14.0% 


If new instead of total premium in- 
come were used the proportion of annui- 
tics would seem even greater. 

Low Interest Rates and Investment 
Fears Are Responsible 

“The chief causes of this continued in- 
crease in annuity sales are, obviously, 
lower interest rates and a fear of other 
forms of investments,” the Bureau says. 
“More and more people are turning to 
annuities for a larger guaranteed income 
than they think they can get elsewhere. 

“It is likewise obvious that this situa- 
tion cannot exist indefinitely. The man- 
agement of life insurance companies is 
not in the hands of magicians who can 
bring 5% bonds and mortgages rabbit- 
like out of a silk hat. 

“Of course, the fundamental problem 
affecting both the purchasers and the 
companies is the uncertainty of the fu- 
ture. If it could be definitely decided 
that we were in for a protracted period 
of either lower or higher interest rates 
the problem would solve itself. 

“In order to discourage the sale of sin- 
gle premium annuities a number of com- 
panies have placed maximum limits— 
$100,000, $50,000, $25,000—on the amounts 
of money acceptable in this form. Other 
companies are not allowing any volume 
or premium credit to salesmen for qual- 
ification in connection with their produc- 
tion clubs. 

How British Situation Is Handled 

“Since the conversion of the great gov- 
ernment war loan in England in 1932 
from a 5% to a 3%4% basis the English 
life insurance companies have been ex- 
periencing a similar situation. 

“According to a well-known United 
States actuary who visited in England 
this past summer, however, the English 
companies have adopted at least two 
methods of meeting it which differ from 
ours. For example, instead of waiting 
for some such time as the end of a cal- 
endar year to raise rates, an increase 
may be announced to take place within 
a few days of the announcement. 

“Another different practice in England 
is that of accepting or declining single 
premium cases, not because of their size 
necessarily but because of the investment 
opportunities which exist on almost the 
very day the application is received. In 
other words, a £50,000 case may or may 
not be accepted, depending on the op- 
portunities which exist at the moment 
for investing the money. 

“These practices are admittedly oppor- 
tunistic but, this actuary points out, the 
situation at present offers no other gen- 
erally satisfactory solution.” 
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Life Insurance Salesman: 


“Well Mr. 
built his house upon a rock. 
averages. 


sented in a life insurance company’s investment portfolio. 
kind back of your plans is to have your house built upon a rock. 
There are no problems and worries of manage- 
there is nothing but assurance of things hoped for.” 


from failure of individual judgment. 
ment; 


Keeping in Touch With the Best Ideas. 
Checking Up With the Man in the Field. 
A Clearing House of Advice and Opinion. 
Where Do I Fall Down? Why Do I Not 
Get Results I Feel I am Entitled To? 


Copyright 1934 L. L. Montgomery 


Built Upon A Rock 


Prospective Client, you know about the parable of the wise man who 
The. rock in these times is diversification and the law of 
There isn’t a worthwhile major activity in our economic life that is not repre- 


To have a portfolio of this 
There are no risks 


Sizing You Up 


When you come into the presence of 
your prospective client he sizes you up 
and receives a first impression of you 
through his sense of sight and intuition. 
It may help to understand something of 


the nature of these first impressions by 
going over illustrations from _ other 
fields. 

In a hotel the 


the entrance of a titled Englishman with 
his American wife and there was no ques- 

tion but that they looked the part. 
Confidence men always look the part. 
They are good actors and know exactly 
what to do to convey the right impres- 
sions. They cultivate a cultured voice and 
do much practice before the mirror. 
The higher type 





incoming guest ap- 
proaches the desk 
and is received by 
the room clerk. It 
is the business of 
the room clerk tobe 





Selling Thought for the Week 


We must present thoughts and actions 
in the concrete, to be performed here 
and now, and give up useless specula- 


of confidence men 
| operate in good 
| society and know 
| how to bow ex- 
quisitely. 

Physical motions 








able to suggest the ‘ ; that are quick, 
kind of accommo- tions which car lead nowhere. alert, hurried, 
dation that would manifesting an air 





be suitable. If you 
were going to a first 
would be your mental attitude and how 
would you express that mental attitude in 
your carriage and deportment when you 
entered the hotel? It will be more than a 
question of an estimate of your dress and 
appearance. In the highest degree it would 
be a question of your possessing the air of 
having a perfect right to go anywhere you 
choose, 

This atmosphere 


class hotel what 


is the pass word to 
the exclusive clubs and to all places 
where first impressions count. If you 
think that you possess this atmosphere try 
it on the doorman of an exclusive club and 
see what happens. Studying human be- 
havior in a first class club or hotel is 
always good practice. 

Once when I was staying at a hotel in 
Utah one of the waiters (colored) told 
me that he could always tell 
manners whether the individual really 
had a background and was accustomed to 


from table 


of eagerness may 
give the impression that you are not suc- 
cessful. On the other hand, motions that 
are too slow and deliberate fail of 
their purpose. The proper motions give 
a sense of assurance, of poise, of 
culture, of reserve, a lowering of the 
tension without sacrificing vividness and 
vitalness. 

It is not always a question of being 
handsome or having a_ distinguished 
appearance. Many successful actors and 
trial lawyers are not impressive as far 
as physical appearance is concerned but 


they gain favor the moment they 
come upon the stage or go before the 
jury. 


I think it was Socrates who prayed to 
the gods to make it so that the outward 
and inward man be as one as far as he 
was concerned. Maybe in that prayer lies 
the secret of being sized up successfully. 
Nevertheless it is a good thing to practice 
the physical motions that carry the inward 
idea, 


Success In Selling 


the situation or whether he was out of 
place. The remark was brought about by 
DS. % 


Salesmanship is now generally under- 
stood to be the art of persuading. Per- 
sonally I can not understand that there 
ceuld be any separation between selling 
and the thing to be sold. If I were asked 
of a man would he make a good sales- 
man I would immediately ask, “A good 
salesman of what?” Then perhaps after 
some testing I might be able to come to 
a conclusion 

To succeed as a life insurance sales- 
man a man would have to be a good 
mixer, fond of human contacts and able 
to get along with all sorts and conditions 
of people. He would also have to be 
healthy, active, positive, with a hide like 
a rhinocerous. There would have to be 
fluency of speech with vivid imagery and 
if he had superior intellectual qualities 


they would have to be concealed. Too 
much high brow stuff kills sales. Sales 
are made with simple words from humble 


materials. Love, fear and self-preserva- 
tion are the fundamentals. 
Mr. Montgomery will answer _ the 


questions of agents regarding their prob- 
lems in the business. Write your ques- 
tions to Mr. Montgomery at The Eastern 
Underwriter, 94 Fulton Street. 
SINGLE C. L. U. FOR ASS’N 

Ross M. Halgren is the single member 
of the Indianapolis Association of Life 
Underwriters who qualified this year as 
a chartered life underwriter. Mr. Hal- 
gren is general agent in Indianapolis for 
the State Mutual Life of Worcester, 
Mass. 
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@ Consulting Actuaries @ 
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“Opportunity for Men of Ability” 


THE COLONIAL LIFE 
INSURANCE COMPANY ORDINARY 


—of America — 
(Est. 1897) 


Operating in New Jersey—New York—Pennsylvania 
and Connecticut 


SERVING THE PEOPLE 37 YEARS— 
AND CONTINUING TO PLEASE! 


“REPRESENT A GOOD COMPANY” 


el 





JERSEY CITY, N. J. 


GROUP 











Active co-operation 





LIFE INSURANCE 


between the field and Home 


Office helps salesmen of THE LINCOLN NATIONAL 


COMPANY of Fort Wayne, 


Indiana, to great efficiency in their work. National advertising 


promotion, direct mail, personalized local advertising, briefing 


service, sales plans, education for new men feature this 


co-operation. 





MAGRUDER BALTIMORE HEAD 





Elected by Life Underwriters Ass’n; 
Plan to Ask Governor to Appoint 
Insurance-Experienced Commissioner 
Warren K. Magruder has been named 

president of the Baltimore Association of 

Life whom 

he succeeds, 

board of directors. 
ed are B. C. Thurman and 

vice-presidents, and George S. 

son, secretary-treasurer. 

The association voted to ask each can- 
didate for governor at the November 
elections his attitude on the appointment 
of an experienced insurance man as state 
insurance commissioner. It has long ad- 
vocated such a selection as opposed to 
a political appointment. 


Underwriters. R. L. Law, 
was made chairman of the 
Other officers elect- 
A. H. Krug, 
Robert- 





BENNETT MEMORIAL CONTEST 


The Equitable Life of the District of 
Columbia is holding its annual campaign 
in memory of the late William Allison 
Bennett, vice-president of the company 
and manager of agencies, who died in 
1929, 


BROOKLYN NAT’L CONVENTION 





Agents and Officials Go By Steamship 
for Three-Day Meeting at Old 
Point Comfort, Va. 

The annual convention of the Brook- 
lyn National Life was held for three days 
the early part of this week in Old Point 
Comfort, Va., at the New Chamberlin 
Hotel where the agents and their wives 
enjoyed a program of instruction and en- 
tertainment. This was the company’s 

third successive convention. 

The group of thirty-four who qualified 
sailed last Sunday for Norfolk, Va., on 
the George Washington of the Eastern 
Steamship Lines and returned Thursday 
on the Robert E. Lee ; 

The representatives at the convention 
from the home office included B. S. Gra- 
ham, vice-president; George M. Selser, 
superintendent of agencies; William R. 
Beardslee, assistant secretary, and Lester 
C. Thompson, field supervisor. 





“Economizing for the purpose of being 
independent is one of the soundest indi- 
cations of manly character.”—Samuel 
Smiles. 








Attractive Policies 
Children's Insurance 
Retirement Income Endowment 


Philadelphia Life 


111 N. Broad St. 





Opportunity In West Virginia 


Can you build a General Agency? 
Do you live in Wheeling, Charleston, or Huntington? 


Glad to furnish full information. 


Insurance Company 


Par and Non Par 
Low Cost Life Policies 
Special Adjustment Policies 





Philadelphia, Pa. 
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New England Mutual 
General Agents Meet 


sMITH REVIEWS YEAR TO DATE 





Business Largest in History; Seefurth 
and Dean Heilman Guest Speakers; 
To Start Business Library 





Highlights of the New England Mu- 
tual General Agents Association annual 
meeting at the Edgewater Beach Hotel 
in Chicago last week were an address 
by George Willard Smith, president of 
the company, in which he outlined the 
gains made by the New England Mutual 
during the present year; an announce- 
ment by Vice-President George L. Hunt 
that a lending library of life insurance 
books would be organized; and a review 
of the preliminary plans for the com- 
pany’s charter centenary on April 1, 
1935. 

President Smith announced that “more 
rew policies for a larger volume of in- 
surance have been paid for this year to 
date than in any other eight months in 
the company’s history—an increase of 
33% over last year. There are fewer poli- 
cies for large amounts and a greater 
number in the middle and smaller classi- 
fications. The increase in new business 
has been accomplished by a decrease in 
terminations and has resulted in an in- 
crease in insurance in force for the year 
of over $22,000,000.” 

In the gathering were general agents 
representing agencies in thirty-seven 
states and the District of Columbia and 
most of the high officials from the home 
ofice, including President George Wil- 
lard Smith. Vice-Presidents George L. 
Hunt and Walter Tebbetts, Dr. Harold 
M. Frost, medical director, Glover S. 
Hastings, superintendent of agencies, 
and Charles F. Collins, assistant super- 
intendent of agencies, all of whom took 
an active part on the program. Guest 
speakers were Nathaniel H. Seefurth, 
president of the Seefurth Service, Inc., 
and Dr. Ralph E. Heilman, dean of the 
school of commerce, Northwestern Uni- 
versity. 

Two new general agents, Valliant W. 
Kenney of Boston and Alfred G. Cor- 
rell of Brooklyn, were introduced and 
elected to membership. 





NEW GREAT SOUTHERN AGENCY 





Brandenburg & Griffin Appointed in San 
Francisco as Company En- 
ters California 

_ The Great Southern Life, which has 
just been licensed in California, has es- 
tablished the agency of Brandenburg & 
Grifin in San Francisco. The office has 
been appointed general agents for the 
entire Pacific Coast but for the present 
the company is entering California only. 

Members of the firm are E. C. Bran- 
denburg and F. W. Griffin. Since 1921 
Mr. Griffin has been vice-president and 
manager of agencies of the Great South- 
ern. Before joining the home office staff 
of the company he had been connected 
with another which was taken over by 
the Great Southern. Mr. Brandenburg 
comes from Denver, where he has had a 
long experience in insurance and finance. 
He aided in the organization of the Col- 
orado Life. 





BRITISH ACTUARY DEAD 


After more than fifty years with the 
Legal & General Assurance Society of 
London, George Frederick Robinson 
died at Totteridge, England, on Septem- 
ber 8. He was 67 years old. Mr. Rob- 
json, who was a Fellow of the Institute 
of Actuaries, joined the society as a 
junior clerk in 1883. He became a Fel- 
low of the Institute of Actuaries by ex- 
amination in 1898. During his long serv- 
lee with the Legal & General he held 
successively the posts of assistant ac- 
tuary and actuary. He was appointed 
Consulting actuary to the society in 1932. 





\ 





ROSES on DRUMS 


/] 





BACK ON THE AIR AGAIN! 








First life insurance program on 


major network goes into third year 


of broadcast... over BBE stations. 











Roses and Drums Cast: Front .. . 
J. Malcolm Dunn, Walter Connolly, 
Thomas Chalmers, Guy Bates Post, 
Elizabeth Love, Charles Waldron, 
Jack Roseleigh, Bill Miley; rear ... 
Arthur Maitland, Reed Brown, Jr., 
John Griggs; seated . . . John Battle; 
inset . . . Helene Claire as Betty 
Graham. 


Right there at your radio—General 
Grant, tense, determined, ordering an 
attack. A nasal Yankee from Maine 
cracking a dry joke before going into 
action. General Lee, calm, unswerv- 
ing in a faith stronger than his cause. 
And mingled with the war drums is a 
thread of romance so real that it 
touches the heart . . . 

No wonder Union Central agents 
say this “Roses and Drums” program 
works for them every day of the week, 





leading to friendly interviews, helping 
to close cases. No wonder this out- 
standing feature of the most stirring 
period in American history is entering 
its third year. 

You can hear it any Sunday after- 
noon on the Blue Network of the 
National Broadcasting Company and 
added stations, 5:00 P. M. Eastern 
Standard Time. Tune in next Sunday 
and check for yourself this new way 
of selling life insurance. 


THE UNION CENTRAL LIFE 


Insurance Company 
CINCINNATI 
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New York Association Packs 
Program Full for Seminar 


The Practical Producers Selling Semi- 
nar to be held October 9 in the Hotel 
Pennsylvania under the direction of the 
Life Underwriters Association of Greater 
New York will carry an appeal to both 
the old and new men in the business. 

The general program consists of an 
opening sales dialogue between Vincent 
P. Coffin, superintendent of agencies, 
Connecticut Mutual, and Ralph G. En- 
gelsman, general agent, Penn Mutual, 
and the closing of the seminar with two 
sales demonstrations and a talk by a 
well-known policyholder. 

Three separate hours of conference 
sessions divided into groups covering 
prospecting, the approach and the inter- 
view as well as certain special topics 
form the body of the program. In each 
hour three groups will be led by men 
who have entered the business since 
1929 and three will be led by men con- 
tracted previous to that time. 

Statistics show that the nine new men 
who will be group leaders have a total 
production for the first eight months of 
1934 of $4,614,000 while the older men 
in the business total $3,906,000. 

At the dinner meeting which will fol- 
low the Selling Seminar Governor A. 
Harry Moore of New Jersey will be the 
guest speaker. 


Roger A. Clark Pittsburgh 
Manager Northwestern Mut. 


The Northwestern Mutual Life has ap- 
pointed Roger A. Clark general agent at 
Pittsburgh. For the past seven years 
Mr. Clark has been an assistant director 
of agencies. He will succeed Royal S. 
Goldsbury, who is retiring after twenty- 
five years as a general agent for the 
Northwestern to devote himself to per- 
sonal production. 

On Tuesday home office executives of 
the Northwestern Mutual gave a lunch- 
eon to Mr. Clark in the officers’ dining 
room. President M. J. Cleary presented 
him with a handsome desk set on behalf 
of the officers, and Grant L. Hill, direc- 
tor of agencies, also wished him success 
and happiness in his new post on behalf 
of the agency department, which pre- 
sented him with a traveling bag. 

3efore coming to the Northwestern as 
assistant director of agencies in 1927, Mr. 
Clark had been with the general agency 
of his father, Hubert A. Clark, at Prince- 
ton, lll, having entered the business in 
1920 on graduating from Dartmouth. 


ISSUES UNUSUAL COMBINATION 

The American Central Life of Indian- 
apolis recently issued an unusual com- 
bination of four single premium policies 
to an insured in the form of an Ordinary 
life policy, a ten-year endowment, a 
twenty-year endowment and a thirty- 
year endowment. The total premiums 
amounted to $1,967. The insured will re- 
ceive $1,000 every ten years until she is 
Age 51 so that she will have more than 
$1,000 profit at that time with paid-up 
life insurance for $1,000 as well. 


WEEKLY PRODUCER 20 YEARS 

J. Arthur Pino, district agent for the 
Mutual Benefit Life in Michigan, has 
completed his twentieth year as a mem- 
ber of the weekly production honor club 
of the company. A jeweled emblem was 
presented to him on the occasion at a 
dinner in the Hotel Olds, Lansing, at 
which Miss Mildred F. Stone, agency 
field secretary, represented the home of- 
fice. Mr. Pino is president of the Michi- 
gan State Life Underwriters Associa- 
tion. 





MOVE INDIANA OFFICES 
The Aetna Life in consolidating the 
Bloomington and _ Shelbyville, Ind., 
branches will move the district offices of 
the farm division to larger quarters in 
the Citizen Loan & Trust building at 
Bloomington. Homer Meakins has been 


named manager to have charge of sey- 
eral counties in southern Indiana. 
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PAYS $94,227 IN CLAIMS 





Report on Continental of St. Louis 
August Operations by Missouri 
Commissioner O’Malley 


The Continental Life of St. Louis paid 
death and annuity claims of $94,227 dur- 
ing August, according to the report of 
Missouri Insurance Commissioner 
O'Malley made to Circuit Judge O’Neill 
The Continental is in the hands 
department by order of Judge 


Ryan. 
of the 
Kyan. The report showed that the com- 
pany’s cash income during August ex- 
ceeded expenditures by $11,054. 
Superintendent O’Malley also revealed 
that the total amount of insurance in 
force at the close of August was $78,- 
681,075 compared with $82,625,914 at the 
beginning of that month. The policies 
terminated during the month amounted 
to $4,193,082 and those revived to 
$246,243. 
The $4,193,082 in policies terminated 
included policies matured through death, 
maturity of the term, surrender of poli- 
cies and lapsation because of non-pay- 
ment of premiums. 





RALPH ENGELSMAN QUALIFIES 





Paid for $1,016,000 in July 1933-34 Period 
Making Him Eligible for Million 

Dollar Round Table 
managerial Ralph G. 
Engelsman, Penn Mutual general agent 
in New York, personally paid for $1,016,- 
000 in the club year period of July 1933- 
34. This record more than qualified him 
for attendance at Million, Dollar Round 
Table meeting at this’ week’s. Milwaukee 
convention but Mr. Engelsman’s many 
agency duties presented him from at- 
tending. His agency includes some of 
the Penn Mutual’s biggest writers—Felix 
U. Levy, Harry L. Phillips and Eric J. 
Wilson. 


Despite duties 








Percy Rockefeller 
Carried $3,080,000 


Percy A. Rockefeller, New York 
financier who died Tuesday, carried 
$3,080,000 life insurance. Lawrence 
Priddy of the New York Life han- 
dled Mr. Rockefeller’s insurance. 











DROP ST. LOUIS TAX 

The plan to enact a 1% city income 
sales tax in St. Louis has been dropped 
by the mayor and the Board of Alder- 
men. The bill as drawn up made a spe- 
cific reference to insurance companies, 
although there was some question as to 
legality of trying to collect from for- 
eign insurance companies. 


FIDELITY MEN EARN AWARDS 
Eighteen members of the home office 
staff of the Fidelity Mutual were award- 
ed Life Office Management Association 
certificates recently by the examining 
board. Only five companies exceeded 
this number and to date the Fidelity 
Mutual stands ninth in the number of 
certificate holders. Classes at the com- 
pany have been conducted by Homer 
O. White, assistant actuary. 








TEAMS NAMED FOR EXECUTIVES 

Teams in the General American Life 
bowling league are named after company 
executives as follows: W. W. Head, 
president; Sidney W. Souers, vice-presi- 
dent; John J. Moriarty, vice-president ; 
Frank E. Agnew, Jr., assistant treas- 
urer; David W. Hopkins, assistant to the 
president, and Allen May, general at- 
torney. 

DR. W. B. CARPENTER DIES 

Dr. Willard B. Carpenter, age 78, vice- 
president of the Columbus Mutual Life 
of Columbus, O., died September 19. Dr. 
Carpenter had been with the company 
since its organization and for twenty-six 
years served as medical director, setting 
a splendid record. 
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@ Agency contracts particularly designed to 
give maximum compensation for quality busi- 
ness and so drawn that renewal results in a 
steadily pyramiding income for the man or wo- 
man who is looking for permanent connection. 

















PUBLIC PREFERS ENDOWMENTS 
Vice-President Sykes of Fidelity Mutual 
Quotes Figures Showing Trend 
Toward Income Forms 
Frank H. Sykes, vice-president of the 
Fidelity Mutual, quoted rather convine- 
ing figures from the company’s experi- 
ence when addressing the managers of 
the organization regarding the public 
preference for life income and endow- 
ment forms. These figures indicate, Mr. 
Sykes said, that the public does have 
money to invest and also show that the 
greatest sales are very decidedly in the 
brackets requiring the highest pre- 

iniums. 

His remarks compared the sales ex- 
perience for the first eight months of 
1934 with the same period a year ago. 
He stated: 

“A gain of 19.5% in new insurance 
volume does not tell half the story. The 
gain in new premiums was 26.8% and we 
are not including Annuities or Retire- 
ment Income. An increase of 148.9% in 
single premiums on life and endowment 
forms and an increase of 36.2% on Sin- 
gle Premium Annuities tell their own 
story of money seeking secure invest- 
ment. More important to us _ in this 
study is proof that this is not a market 
for cheap insurance only. Our gain in 
premium from Low Rate Life and Fam- 
ily Income was 7.3%; from Endowment 
at 85 and Limited Payment forms, 13.3%; 
from Term Insurance, 19.2%; but from 
Income for Life and other endowments 
59.5%.” 

COLUMBIA COURSE FOR L. O. M.A 

Columbia University is offering an 
evening class during its first semester in 
preparation for examinations one and 
two of the Life Office Management As 
sociation Institute. The class will be 
conducted by James R. Trimble, assist- 
ant mathematician of the Mutual Benefit 
Life, and will be held Monday nights 
— 7:40 to 9:20 p. m., starting Octo- 
er 1. 





MUTUAL TRUST PRESIDENT DIES 

Nils A. Nelson, one of the founders 
and for seventeen years president of the 
Mutual Trust Life of Chicago, died last 
week. He was president of the company 
from its start twenty-nine years ag0 
until 1922 when he resigned, although he 
continued to be active as treasurer [of 
some years. 


LINCOLN NAT’L APPOINTMENT 
Taking over the post held for many 
years by his father, Col. A. Berthiaume, 
who died recently, Maurice Berthiaume 
has been appointed general agent for the 
Lincoln National Life at Bottineau, N.: 
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Union Central 


Convention 


at White 


Sulphur 





Springs 





Living Issue of Agency Bulletin 
A Novelty On Convention Program 


A “live” or more exactly a “living” edi- 
tion of the Union Central Life Agency 
Bulietin was a feature of the company’s 
convention at White Sulphur Springs. 
Superintendent of Agencies Wendell F. 
Hanselman called upon the home office 
editorial board of Clyde W. Ferguson, 
editor of the Agency Bulletin; Robert 
W. Ashbrook, manager of sales promo- 
tion, and H. Dixon Trueblood, former 
Bulletin editor and now district super- 
visor in the East, for an editorial con- 


sultation. Thereupon a huge replica of 
the magazine was unveiled upon the 
stage. 


The editorial staff then “planned” the 
convention issue and called on George B. 
Hollister, million-dollar producer of the 
Cincinnati agency and president of the 
$250,000 club by virtue of having the 
largest paid production during the con- 
vention year, for the first article, a 
speech which Mr. Hollister immediately 
delivered to the convention. 

As Mr. Hollister was called to the plat- 
form his enlarged photograph was placed 
on the front page of the replica maga- 
zine. As other speakers were called their 
photos were inserted together with head- 
lines showing the titles of their speeches. 


$250,000 Club Holds Meeting 


(Continued 


cy, New York, and Charles A. Cox of 
the same agency; E. H. Robinson and 
W. Prock Arnold, Denver; L. R. Barber, 
Ashland, Ky.; R. A. Elder, Ashtabula, O., 
and C. B. Powers, Atlanta. 

For nearly 200 qualifiers the conven- 
tion started on Wednesday, September 
12, on the special train chartered be- 
tween Cincinnati and White Sulphur. 
The majority of the qualifiers from 
western and southern agencies were 
routed through Cincinnati, where a spe- 
cial train entirely of air-conditioned 
equipment was made up. An eight-hour 
ride on the twelve-coach train up the 
Ohio valley and through the mountains 
of West Virginia not only proved a 
scenic treat but gave many convention 
members a chance to renew old acquaint- 
ances and make new friendships the day 
before the meeting officially opened. 

President W. Howard Cox presided at 
the opening of the convention. Jack 
Doyle, Cleveland, official singing leader, 
and General Agent W. Gray Harris of 
Worcester, convention accompanist for 
some ten years, started the session with 
singing after which President Cox made 
the initial convention address in which 
he gave an accounting of his stewardship 
of the Union Central during the three 
years since the last large convention and 
sounded a policy for the future. He then 
introduced Treasurer H. L. Hodell and 
Assistant Treasurer George Pansiera 
who described various phases of the 
company’s fiscal operations during re- 
cent months. Glenn Bryant, Harry New- 
man, A. F. Cardon and Thomas N. Beach 
of the home office staff also appeared 
on the program, discussing other phases 
of the financial operation of the com- 
pany. 

W. E. Barton Speaks For Field Forces 

The first day’s session was brought to 
a close by Walter E. Barton, president 
of the Charles B. Knight Agency, with 
a response from the field to the com- 
pany in which he voiced the gratitude of 
the agency force for the company’s ag- 
gressive leadership and pledged contin- 
ued united effort of agents and genera! 
agents. 

Business was then thrown over for fun 
the balance of the day when the first 
round of the golf tournament was played. 
Those who did not take part in this con- 
test entertained themselves with horse- 
back riding, tennis, putting, archery, hik- 
ing, bathing and the numerous other re- 
creations afforded at White Sulphur. In 
the evening convention people danced to 
the music of the hotel orchestra in the 
colonial ballroom. 

The second day’s business session 
opened Friday morning with Superin- 
tendent of Agencies Wendell F. Hansel- 
man as chairman. Vice-President Je- 
rome Clark made the opening address 
with a rousing statement of the com- 
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pany’s sales policy during coming months 
and an analysis of various phases of 
present-day selling. He was followed by 
Dr. William Muhlberg, vice-president 
and medical director, who discussed the 
medical director’s viewpoint toward cur- 
rent underwriting and sales problems. 
Secretary Richard S. Rust talked of un- 
derwriting phases and announced drastic 
liberalization of the Union Central’s avi- 
ation underwriting policies. He also 
sounded a policy of increasing liberality 
of selection with regard to those aspects 
of underwriting having to do with ap- 
plicants’ incomes. 


Living Edition of Bulletin 


The next event on the program was the 
“living” edition of the Agency Bulletin. 

Following a short talk by Maurice 
Kramer of the Dallas agency, vice-presi- 
dent of the club, who has sold more than 
a million dollars of paid business since 
January 1 of this year, the new Multiple 
Protection policy was announced and 
briefly discussed by Actuary J. R. L. Car- 
rington. Mr. Carrington was followed 
by Assistant Actuary Arthur J. Koeppe, 
who made a thorough analysis of the 
policy and outlined its construction as 
well as its outstanding sales points. 

Herman Stark of C. B. Knight Agency, 
New York, charter member of the Union 
Central $500,000 Club and new president 
of that organization, brought a greeting 
to the $250,000 Club members assembled 
and invited them to qualify for the Mi- 
ami meeting of the $500,000 group in 
February. Supervisor Joe W. Cooper, 
Little Rock agency, discussed the Salary 
Continuation Plan. Hugo Matoush, To- 
peka, Kan., discussed his prospecting 
methods with especial emphasis on the 
use of policyholders as sources of new 
leads. Walter C. Barney, Providence, 
R. L, told how effective Time Control 
methods had increased his efficiency and 
production during the past year. 

Vice-President Charles Hommeyer 
wrote the editorial for the convention 
issue of The Bulletin with a look into 
the future titled “The Next Quinquen- 
nial,” quoted elsewhere in this issue. 

A short afternoon session was held 
Friday to stage the Sales Idea contest 
and Friday night was given over to the 
banquet followed by the entertainment 
staged by Waring’s Pennsylvanians. 

Advertising Backgrounds Explained 

The Saturday morning session was 
built around Union Central advertising. 
With Vice-President Clark in the chair, 
Howard Henderson of the J. Walter 
Thompson Co., Union Central’s advertis- 
ing counsel, discussed the company’s na- 
tional campaign of magazine advertising 
in The Saturday Evening Post, Collier’s 
and Time Magazine. Herschel V. Wil- 


liams, stage director of Union Central’s 
weekly 


radio program, “Roses and 





Drums,” took the convention backstage 
with him in the production of this pop- 
ular broadcast. 

William L. McPheeters, general agent 
at Cleveland, told how agents could in- 
crease the program’s audience in their 
own territories and thus assist them- 
selves in their daily work. 

Home office sales helps in the forms 
of booklets, sales literature, blotters, 
folders, direct mail letters, etc., were the 
subjects for two addresses by members 
of the field force who have made most 
effective use of these assistants. Ben C. 
Milner, Atlanta, told how these sales 
helps had enabled him to qualify for the 
club in five months although working in 
a strange city. Carlton P. Shelby of 
Jonestown, Miss., described his effective 
methods of using the Union Central’s 
direct mail system. 

Union Central national advertising 
from the standpoint of the agent was 
covered by Clifford B. Lehmann, who 
outlined his methods and experiences in 
following up advertising replies over a 
period of many months as well as other 
means of capitalizing the advertising. 

Mr. Ashbrook presented a complete 


new plan for selling the new Multiple 
Protection policy announced the previgys 
day. This included two new booklets 
two direct-mail letters, and _ illustratios 
forms, copies of which were made imme. 
diately available. ' 


If Home Office Man Went Back to Fiel 


J. W. Rivers, assistant superintenden: 
of agencies, a former field man with 
many years of experience in selling and 
agency management, then told what he 
has learned in his home office experience 
that he could utilize were he to re-enter 
the field in salesmanship. 

Ellis D, Verink, who joined the Daven. 
port agency just over a year ago, and 
has made a remarkable success during 
his first year in the life insurance busi. 
ness, told the convention why he chose 
the Union Central when he decided ty 
become a life insurance agent. 

Superintendent Hanselman brought the 
convention to a close with an address en- 
titled “Packing Up” in which he sum- 
marized the proceedings of the meeting 
and discussed what he considered the 
five outstanding features. 


Trends for Next Few Years Are 
Discussed By Charles Hommeyer 


Trends for life insurance future years 
were discussed by Charles Hommeyer, 
vice-president of the Union Central 
Life, at that company’s $250,000 Club 
Convention at White Sulphur Springs 
last week. Mr. Hommeyer made an at- 
tempt to predict possible trends well into 
the coming five vears. Most noticeable, 
he believes, will be a marked increase 
in the amount of insurance sold as pro- 
tection and a considerable drop in con- 
tracts having predominant investment 
features. Other predictions were an in- 
creased emphasis on policies to provide 
funds for old age, no matter what social 
legislation may be adopted in the mean- 
time; a revival of much insurance that 
has been lapsed, or loaned, and a slight 
increase in net insurance cost, due to 
lower interest rates. 

It is estimated that 60% of the pre- 
miums on 1933 and 1934 new business 
are upon annuities, or other contracts of 
an investment character, with a large 
percentage of single premiums policies. 
This wholesale transfer of idle funds to 
the insurance companies, at a time when 
it is exceedingly difficult for the com- 
panies to find acceptable investments 
with a satisfactory interest yield, has 
created a real problem. In a recent issue 
of a national insurance journal appeared 
a feature article under the caption, “Are 
Annuities Running Away with the Com- 
panies ?” 

The increase in premium rates failing 
to dam the rising tide of uninvested 
funds, many companies in fairness to 
existing groups of policyholders, are 
making material reductions in maximum 
amounts, and placing greater restrictions 
on Single Premium policies, and those 
with relatively large surrender values 
which are subject to withdrawal in a 
lump sum. 

Premium Deposits Not Liked 

A positive hazard is recognized in 
large premium deposits which are tem- 
porary in nature and subject to sudden 
withdrawal. It should be remembered 
that the public proverbially short-mind- 
ed, soon forgetting the lessons of the 
past, and may easily be led to precipitate 
an avalanche of withdrawals for hoard- 
ing or speculative purposes. While such 
a contingency is more or less remote, it 
might result from either a real or fan- 
cied threat of a fiat currency inflation, 
or the mirage of a “Coming American 
Boom,” as predicted by the English stock 
broker, Major Angas. 

Among the trends of the years just 





ahead may therefore be mentioned, first 
a marked lessening in the sale of con- 
tracts in which the investment element 
is dominant, and a return to the more 
normal functions of protecting and pro- 
jecting human values. 

An increased emphasis may be ex- 
pected on “life” itself, and on the ends 
and plans that minister to its happiness 
and economic security. The _ trend 
toward social insurance, the agitation for 
unemployment insurance, and the’ in- 
creasing state enactments for old age 
pensions, all recognize and stress living 
needs. The logical sales approach should 
therefore be based upon the fact that the 
insured “Need not die to win.” 

Whatever the ultimate solution of the 
unemployment problem,—whether due to 
shorter working hours or days per week, 
or an earlier retirement age,—an incteas- 
ing leisure and a larger leisure class 
seem inevitable. Dismissal wages, retire- 
ment benefits, and old age pensions at 
best but emphasize the need of a more 
adequate financial provision for the se- 
curity or enjoyment of the leisure of 
later years. Life insurance fits into this 
need with its endowment and annuity 
contracts, and the intelligent use of in- 
come settlement options under Life poli- 
cies. 


Restoration a Major Job 


Another major task of the years ahead 
will be to supplement and restore the 
billions of life insurance now encum- 
bered with policy loans, or which was 
surrendered during the depression years. 
Millions of policyholders, forced by ne- 
cessity to mortgage or to sacrifice their 
insurance for its loan or cash equities, 
cannot but have a deeper appreciation 
of the value and importance of Life In- 
surance, and will be anxious to rehabili- 
tate or to repossess their former “house 
of protection.” 

It is also apparent, for several years 
at least, that a period of relatively lower 
interest yield may be expected. The ne- 
cessity for larger cash balances, and the 
investment in low interest government 
bonds to maintain a larger measure 0 
liquidity, together with constantly i- 
creasing taxation, tend further to reduce 
the surplus available for dividend re- 
funds. Vf 

We may therefore reasonably antici 
pate somewhat of a general decrease m 
dividends under participating — policies, 
and the possible increase in some of the 


(Continued on Page 16) 
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MANAGED CURRENCY 


"If you don't know what managed currency is,’ says the 
‘nimitable Fountain Inn (S. C.) Tribune, "listen to relatives 


when a widow gets her life insurance." 


A potent paragraph pointing a moral clear to life under- 
writers — some plan of insurance guaranteeing regular, 
definite income. The widow protected by such a settlement 
is "poor pickings" for relatives and the "get-rich-quick" 


fraternity. 


And policy proceeds so payable bear eloquent testimony 
to service that truly serves. 


THE LIFE INSURANCE COMPANY 
of VIRGINIA 
Richmond Virginia 


Chartered 1871 






























THE 


LEYENDECKER 


SCHNUR 


AGENCY 


225 BROADWAY, BArclay 7-3670 


THE GUARDIAN LIFE 
INSURANCE COMPANY 
OF AMERICA 








One Reason for 
Activity of Group Lines 


In the face of the current interest in so-called 
social insurance the typical business executive 
turns to group insurance as the fairest, surest and 
most economical way of increasing the security 
of employees. 


Group life, accident and sickness and retire- 
ment annuity plans are all active now. For the 
services of our specialists, call our local office. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 


ESTABLISHED 1865 



























































THE MANHATTAN LIFE 
INSURANCE COMPANY 


654 Madison Avenue at 60th Street 


NEW YORK CITY 
THOMAS E. LOVEJOY, President 


Founded 1850 
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Union Central Producers 


Give 1934 Sales Ideas 


Several Union Central producers who have been successful in the use 
of special sales methods or ideas were asked by The Eastern Underwriter 


to explain their plans. 


Some of their statements follow: 


How Increasing Income Plan Can Be 


Used In Effective Presentation 
By J. G. Enzensperger, Jr. 


“Good morning, Mr. Prospect, I am 
Mr. Enzensperger, of the Union Central 
Life Insurance Co. I came in to talk 
with you for a few moments this morn- 
ing about the most important thing any- 
one can think about.” 

Prospect: “I don’t want to buy any 
more life insurance.” 

Agent: “I’m glad you mentioned that, 
Mr. Prospect, for I was just going to 
tell you that I’m not going to say one 
word to you about life insurance unless 
you bring that matter up yourself. 

“During this depression, most men 
have been subjected to tremendous eco- 
nomic pressure and I find today that 
those who seem to have been hit the 
hardest have become more mindful of 
and seem to be giving more attention 
to the future, not only for their fami- 
lies, but for themselves. It is increasing- 
ly evident that if we expect to have a 





Coming Trends 
(Continued from Page 14) 


non-participating rates. Agents if wise 
will recognize this as an opportunity to 
overcome the habit of talking about what 
insurance costs; stressing what insur- 
ance will do for the insured and his 
dependents, instead of what it will do to 


the prospect’s pocketbook or bank 
account. 

Economic Adjustments 
Economic adjustments may require 


many to seek the lowest priced perma- 
nent protection possible, but the import- 
ance should not be overlooked of stress- 
ing and conserving policy contracts with 
substantial reserve equities as a back- 
log against possible future emergencies. 
Instead of maintaining the sanctity of 
policy reserves, all too frequently in the 
past, cash values have unwisely been sold 
as ready collateral, or treated as a sav- 
ings account to be drawn up at fancy. 

Life insurance will also serve an in- 
creasingly useful purpose in the years 
ahead, in meeting the ever mounting 
taxes imposed under state and federal 
laws. Not as some in the past have un- 
wisely attempted to make Life Insurance 
an avenue of escape from legitimate 
taxes, but rather through Life Insurance 
to provide the ways and means for the 
payment of taxes. 

As water cannot flow higher than its 
source, no more will the character and 
extent of the Insurance Service in the 
years ahead rise higher than the charac- 
ter and performance of those who ren- 
der that service. We may therefore ex- 
pect on the part of the public a demand 
both upon the companies and their 
agents for a stricter accounting of their 
trusteeship,—that the practices of life 
underwriting be squared with the ethics 
inherent in the business. 

In conclusion, let me remind you that 
the true answer to the question of what 
lies ahead for Life Insurance will depend 
not upon prophecy, or on the records of 
past achievements, but upon the future 
attitude and performance of the men and 
women engaged in the business. 


J.G. Enzensperger, 
Jr., assistant mana- 
ger of the San Fran- 
cisco agency of the 
Union Central Life, 
made an _ excellent 
contribution to the 
company’s portfolio 
of sales aids when 
he worked out a 
presentation for the 
Increasing Income 
policy. 

This presentation 
has been adopted by 
leading producers 
throughout the coun- 
try and sales records have been bolstered 
asa result. Mr. Enzensperger is a capable 
director and has trained numerous pro- 
ducers for his agency. 








sure, steady income to replace the lost 
earning power of future non-productive 
years, then we must have some plan 
which is certain in its results and we 


must adopt such a plan while we are 
still able to earn. 

“Many men in the past have attempted 
to attain the goal of an adequate income 
to provide for their retirement years by 
using the general investment method; 
that is, stocks, bonds, real estate, build- 
ing and loan, savings account, and so 
forth, but in many—perhaps in most 
cases—this method has failed them, not 
because of their inability to earn and 
save but because of the hazards inher- 
ent in this general investment field. 

“Assume that you are 35 years of age, 
Mr. Prospect, and that you would like 
to retire at 60 with an income of $100 
per month. By means of the general 
investment method, using stocks, bonds, 
real estate, building and loan, savings ac- 
count, etc., the amount necessary for you 
to accumulate by Age 60 would be $24,- 
000 (being the amount of principal nee- 
essary, invested safely at 5%, to yield 
$1,200 a year, or $100 per month). To 
accomplish this, it will be necessary to 
save and invest each year $478.91 at 5%, 
reinvesting the income as it is earned. 

“If you are able to do this every year 
for twenty-five years without losing a 
penny of interest or principal and with- 
out the loss of a penny of interest due 
to lack of a suitable 5% investment, then 
at 60 you will have $24,000. This plan, 
however, is open to so many hazards that 
comparatively few men ever succeed with 
it largely because during the entire peri- 
od of accumulation it has not a single 
guarantee. 

“Today there is another and far better 
plan, offered by the best financial insti- 
tution of America. This plan is not sub- 
ject to a single hazard; it is guaranteed 
at every point, and best of all, it takes 
less money and is much easier to ac- 
complish. Here’s how it works: 

A Much Surer Way 

“Instead of asking you to save $500 
each year, saddling yourself with the in- 
vestment hazards and the worry bur- 
den, we are going to ask you to throw 
off the investment yoke and. place $400 





THRIFT 


IS NOT ENOUGH 


It is not enough to be thrifty; to put aside a portion, however small, 
of the family income. One must be sure that the savings, often accu- 
mulated at great sacrifice, will be available when required. 


Those institutions which have weathered the past few years have proved 


their strength and dependability. 


Life Insurance, for example! 


Day by day, month by month, year by 


year, life insurance companies have continued to meet their obligations 
dollar for dollar, without postponement, without discount. 


During the three years 1931-32-33, the Sun Life paid to policyholders 
and beneficiaries the sum of $328,000,000, an equivalent of $364,000 


for each working day. 


From time of organization to December 3!Ist, 1933, the Company paid 
to policyholders or their dependents the remarkable total of 


$800, 170,033. 


There is a Sun Life policy for every require- 
ment and a trained Sun Life representative 
ready to give you expert advice on request. 


SUN LIFE ASSURANCE 
COMPANY OF CANADA 


Head Office: MONTREAL 
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with us each year. Under our plan dur- 
ing the next twenty-five years you will 
have invested a total of $10,000. There- 
fore, at Age 60, your investment plus 
its guaranteed appreciation will total 
over $14,500, and this sum will guarantee 
you something over $100 per month for 
the rest of your life. 

“In reality we are all working today 
for just two things—so that we may be 
able to eat and live today and so that we 
will be able to live and eat when we are 
no longer productive. You can take the 
difference between our plan which guar- 
antees your objective and the savings re- 
quired by the general investment method 
and spend it for the little pleasures and 
luxuries you want today without cheating 
yourself in your later years. 

“While you are investing under our 
plan your funds are earning dividends 
in addition to the guaranteed apprecia- 
tion. These dividends, accumulating at 
44% interest, compounded annually, on 
our present schedule of dividends and 
surplus interest rate, will amount to an 
additional sum of almost $2,200 at Age 
60. You can take this sum in cash if 
you want to for that trip around the 
world which most of us contemplate for 
our later years or you can direct that 
these dividends be left to purchase addi- 
tional income of over $15 per month for 
the rest of your life. 

“Further, your investment will have a 
guaranteed market price throughout the 
entire period of accumulation because my 
company agrees to buy it from you any 
year you want to dispose of it at a price 
which is agreed upon by contract in ad- 
vance. Its value depends in no way upon 
market conditions, economic crises, or 
any of the multitude of conditions which 
may effect future investments. 

“According to past economic history, 
you and I are going to go through two 
or three more depressions. At 60 we 
might be at the peak or in the trough 
but what difference will it make to us 
if we have an adequate income awaiting 
us upon retirement? I contend that a 
contract of this sort is the biggest in- 
centive to outline the mortality tables 
that any man can have. I know you are 
vitally interested, Mr. Prospect, and I 
would like to lay this plan down in front 
of you in black and white over the signa- 
ture of the president of our company 
and if it does what I say it will do I feel 
certain that we will do business and we 
can adjust the number of units you de- 
sire at that time.” (Proceed with getting 
application data and signature.) 

Prospect: “I won’t take that on now; 
see me later.” 

Agent: “Mr. Prospect, is your father 
living? (If he is dead, imagine that he 
is still living.) How old is your father 
now? (Or how old would he have been 
now had he lived?) Your father, you 
say, is 70. Well, just suppose that your 
father came to you and said, ‘Son, [’m 
on my uppers. Everything that I builded 
so conscientiously to protect my inde- 
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pendence for these sunset years has col- 
japsed through circumstances beyond my 
control. Now I don’t know where my 
next meal is coming from and I am too 
old to get a job because nobody wants 
an old man around getting in the way. 
However, I met an old friend of mine 
on the way over here and he told me that 
if I could raise one dollar a day, I could 
go over to the Olympic Club and they 
would give me a nice room, three good 
meals a day, keep me in good-looking 
clothes, and give me a little spending 
money. If only I could raise that $1 
per day!’ 


“Now, Mr. Prospect, if the above men- 
tal picture were a reality, what would 
you say to your Dad? You’d say without 
a split-second’s hesitation, ‘Dad, you can 
count on me for the $1 per day, and 
here’s enough money for your first month 
right now.’ Am I wrong, Mr. Prospect? 
No, I knew you would say that I am 
right. Now all I want you to do for 
yourself is to step into those shoes we’ve 
imagined your Dad standing in, because 
some day you will have an old man lean- 
ing on you and if you start this plan 
now you can get under the wire for $1 
per day.” (Proceed to close again.) 


Circulation Pays Well if Plan 
Is Properly Applied and Followed Up 


By Carlton P. Shelby 


As a particular method for the solicita- 
tion of life insurance prospects I have 
found that the circularization service of- 
fered by the home office of the Union 
Central Life pays equally good or better 
dividends than any other method I have 
ever employed. 

A goodly number of my best cases 
have come as a result of this method, 
but instead of citing cases, I shall give 
a few facts from my circularization ex- 
perience. 

I have enjoyed a good measure of suc- 
cess in this endeavor and believe that 
one of the most important factors in my 
achievement has been the care with 
which I have drafted my prospective 
prospect lists for circularization. 

Among all the lists I have circularized 
my percentage of replies has never been 
lower than 12% and in some cases has 
reached as high as 24%. 

Recently I circularized 193 names on 
the Economic Adjustment plan and I 
received twenty-nine replies which gives 
me a net return of about 15%. I am 
told by the home office that this 15% 
is quite unusual. My list of names was 
drafted in the usual manner, that is from 
newspapers, church registers, luncheon 
clubs, telephone directories, city direc- 
tories and by personal observation. 

I never circularize a name until I have 
made sufficient investigation of the in- 
dividual to determine whether he would 
be a likely prospect for the particular 
plan of insurance mentioned in the cir- 
cularization letter used. 

In most cases this investigation is 
merely a check-up of my knowledge of 
the individual. I have lived in this coun- 
try all my life and I know no less than 
65% of the citizens in this and adjoining 
counties within a radius of fifty miles. 
Should I fail to obtain sufficient facts 
about a man and am unable to get the 
information I need, I leave him to be 
circularized at a*later time. 

The time that usually elapses while I 
am compiling my lists is about four 
weeks. Within this period I add names 
from day to day and as each name is 
listed, I feel deep in my heart and mind 
that he has a distinct need for the pro- 
tection offered, otherwise, his name is 
moved to my prospect file for later at- 
tention. 

When the new Economic Adjustment 
policy was announced I decided to use a 
list I had been preparing for the Pro- 
gressive Budget policy. I believed this 
new policy would suit these individuals. 
The list was composed of farmers, con- 
tractors, bookkeepers, lawyers, doctors, 
merchants, county officials, druggists, 
ministers, pressmen, traveling salesmen, 
cotton brokers, teachers, credit men, 
laundry men, gas and oil distributors and 
bankers. 

How Replies Are Followed Up 


The return cards were as follows: five 
merchants, four cotton men, six farmers, 
four lawyers, two gas and oil distributors, 
two ministers, and one each from a doc- 
tor, laundry man, credit man, county of- 
ficial, bookkeeper and banker. 


Carlton P. Shelby, 
Clarksdale, Miss., 
representative of the 
M. E. Brooks Mem- 
phis Agency of the 
Union Central Life, 
is a man who has 
applied. engineering 
principles to his life 
insurance business. 

He is an under- 
writer who plans his 
work carefully and 
then proceeds to fol- 
low his plan sys- 
tematically, as his 
article indicates. 

In the past four years Mr. Shelby has 
averaged only a little less than $500,000 
in his annual production. He has held 
membership in three Union Central Half- 
Million Dollar Clubs and at the close of 
June was well on his way toward qualify- 
ing for his fourth membership. He had 
also qualified for the Quarter-Million Dol- 
lar Club at the end of the first half of 
the year. 








Just what result I'll have from these 
twenty-nine contacts is yet to be deter- 
mined, but according to my past experi- 
ence at least one-third of them will be 
landed. 

I have already checked over the return 
cards and divided them into special 
groups. One group includes the names 
of persons who I think can be effectively 
dealt with if I send them copies of the 
company booklet along with a personal 
letter instead of an immediate visit. The 
letter is my offer to assist them in anal- 
yzing their needs, changing beneficiary 
clauses or working out settlement op- 
tions. I advise them that I will visit 
them soon. 

Another group will be seen immediate- 
ly and in each case I will merely leave 
the booklet and promise to return within 
a few days to offer further explanation 
of the policy. 

I will canvass the members of the other 
group, make the presentation and at- 
tempt to close in one visit. 

My experience has taught me that cer- 
tain prospects like to study over the 
plan, and it is this type to whom I usu- 
ally write a letter enclosing the booklet. 
Others need a little nursing and I call 
and leave the booklet with as little time 
taken as possible and with practically 
no explanation at that visit—the explana- 
tion takes place on the second visit at 
which time I try to close. The third type 
are those whose confidence I feel that I 
have slowly established, and the sale is 
immediately started at the first visit. In 
this manner, I get around to them in an 
orderly and systematic manner. 

_It is possible that I spend too much 
time in planning my _ circularizations. 
However, I am thoroughly convinced that 
careful planning, not only in circulariza- 
tions, but every other phase of life in- 
surance soliciting, is one of the cardinal 
principles in the work. My motto is: 


“Plan the work and work the plan.” 








Cold Canvass In A Strange City Did 
Not Defeat This Determined Agent 


By S. C. Peters 


“Fools rush in where angels fear to 
tread,” is the saying of a sage of another 
day, but it might well be changed to 
“Beginners rush in where experienced 
life underwriters don’t choose to tread.” 

I am a beginner and I claim the pre- 
rogative of making a revision of that 
sagacious saying because of the weeks 
of cold, cold canvass which I have en- 
gaged in since joining the Union Central 
agency at Denver early this year. 

Denver was a strange city to me when 
I arrived. I knew but one man and 
he gave me a Union Central contract 
along with some valuable advice as to 
breaking into life insurance sales work. 

Cold canvass was what the doctor or- 
dered, or rather the agency manager, 
and into the street I went. My only 
rivals in covering territory and in meet- 
ing strangers were the city patrolmen 
and sometimes I even put them to shame. 

“Tam Mr. Peters of the Union Central 
Life,” was my greeting and usually, fig- 
uratively speaking, I was returned to the 
thoroughfare on my auditory organ. 

“It’s wonderful training and will get 
you into excellent condition,” said Man- 
ager John Andrews, so I continued. I 
was seeing from twenty-five to thirty 
persons daily, really seeing the worid 
and not from a port hole, either. 

The first day I wrote one case for 
$1,000 and the second day I did the same. 
I began to think that I was a “real” 
man, a genuine, honest - to - goodness 
salesman—until the medical examinations 
were filed. Both of my sales were made 
to uninsurables. Doubts began to assail 
me. 

My next step was to use the news- 
papers to obtain names of suspects and I 
soon found that instead of calling upon 
thirty people a day I was spending time 
with my prospects and could see only 
ten to eighteen a day. 

Upon looking through the death no- 
tices in the morning paper one day I 
noted down the name of B. F. W. The 
city directory indicated that a man with 
the same name was to be found at a rail- 
road office, so to the railroad office I 
went. 

Mr. W. wasn’t in and by questioning 
a clerk in the office, I obtained a quan- 
tity of information. In the first place, Mr. 
W. evidently wasn’t the man I was look- 
ing for because he had not had a death 
in his family recently. I learned that he 
was 78 years of age, was a widower, and 
that he was only in the office between 
eight and nine o’clock in the morning 
and from twelve to one o’clock in the 
afternoon. 

It was quite a decision for me to make 
as to whether or not I should return and 
see this man, despite the fact that he 
wasn’t the man I thought he was. I 
rubbed my ear—figuratively speaking— 
and returned. 

“Mr. W., I am Mr. 
Union Central Life.” 

“Oh, yes, Mr. Peters, I have a paid-up 
nolicy with your company. I’m glad you 
dropped in but I’m too old to buy any 
more insurance and really don’t need any 
more, anyway.” 

“Yes,” I replied, “I know you don’t 
and I didn’t come in to sell you any more, 
but I would like to tell you about an 
investment policy we are offering. You 
have had your salary increases, you have 
made progress in your life, you have 
been married and have reared your chil- 
dren, and you have fulfilled your obliga- 
tions to your family. Now, you should 
be thinking of yourself and that’s where 
the Union Central comes in. You want 
absolute security and safety and that 
what my company has to offer.” 

“What would you give me on $1,000?” 

“Without a refund, we would give you 
approximately a 17% return. With a re- 
fund, the yield would be about 12%.” 


Peters, of the 


Unknown, unsung, 
but yet undaunted, 
S. C. Peters became 
affiliated with the 
Union Central Life 
agency at Denver 
less than six months 
ago and set about 
creating a life insur- 
ance business for 
himself. 

Manager John O. 
Andrews was the 
only friend Mr. 
Peters had in a 
strange city. In ad- 
dition Mr. Andrews 
was elected taskmaster and coach of this 
new agent. 

Cold canvass was prescribed for the 
newcomer and herewith Mr. Peters re- 
counts the frigidity of such activity. He 
tells of the hopes, disappointments, and 
finally, the successes he endured or en- 
joyed. 








“Well, I'll think it over. 
Wednesday.” 

“I'd like to order this out for you to- 
day, Mr. W.” 

“No, you come back Wednesday.” 

On Wednesday Mr. W. greeted me 
with “I took $10,000 in bonds over to the 
bank this morning and cashed them in. 
Do you know you will be paying me 
over twice as much as I am getting 
now ?” 

“Yes, sir, and you will be sure of your 
income without worry.” 

The application was signed and a few 
days later I called upon Mr. W. with 
his first month’s check. 


Drop back 





HARD WINTER 
AHEAD 


Goose bone prophets freely pre- 
dict another hard winter ahead. 
But life insurance men who are 
properly equipped for easier sell- 
ing need not worry over cold 
weather. Increased production 
will keep their home fires burning 
brightly. 


Fidelity offers. .... 


In addition to effective visual ap- 
peals which capture attention, 
arouse interest and launch the 
agent into his selling theme in the 
first few minutes of the interview, 
Fidelity workers are backed by a 
complete kit of modern policies, in- 
cluding Low Rate Life, Family In- 
come and its famous “Income for 
Life” plan. 


T 


DELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT Present 
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PROGRESSIVE SAFETY STEP 

Another constructive step was taken 
toward further education of the motor- 
ing public in highway safety when the 
motion picture film “Saving Seconds” 
made its premier at last week’s 
tion in Grand Rapids of the National 
Association of Insurance Agents. This 
film, dramatizing the very highway haz- 
ards which are causing this year’s fatal- 
ity trend to mount higher than a year 
ago, will soon be shown by local groups 
throughout the country. Thus the con- 
sequences of driving carelessness which 
it carries will be broadcast directly to 
thousands of people who will profit the 


conven- 


most. 

In making the object lesson possible to 
such a wide audience the Aetna Casualty 
& Surety has not only done the business 
a good turn but has contributed gener- 
ously to the cause of saving human lives. 





BRITISH DIRECTORS HAVE LONG 
SERVICE RECORDS 

The observance recently of Sir Alex- 
ander Kleinwort’s jubilee as a director of 
the North British & Mercantile has 
drawn attention to the service of several 
well-known directors for long periods in 
the past in England. Two such cases 
occurred on the board of the Employers 
Liability. The late Sir Philip Waterlow 
was appointed a director on the forma- 
tion of the corporation in 1880 and con- 
tinued as such until his death in Sep- 
tember, 1931, thus serving fifty-one years. 

The late Lord Claud Hamilton was 
also an original director of the Employ- 
ers. He was appointed chairman in 1881 
and continued in that capacity until his 
death in 1925 and so served as a director 
for forty-five years and as chairman for 
forty-four years. 

Another instance of long service is that 
of the late Sir Augustus Scovell, who 
was a director of the Guarantee Society, 
now associated with the Yorkshire In- 
surance Co., for sixty years. Sir Augus- 
tus was actually chairman for forty-one 
years. 

The association of the Barnett family 
with the 
record of consistent long service through 
three generations. Charles Edward Bar- 
nett has now been a director of the Alli- 
ance for fifty-three years; his father, 
the late Charles George Barnett, was a 
director for fifty-one years (from 1845 
to 1896), and his grandfather was a di- 
rector from the formation of the institu- 
tion in 1824 until his death in 1871, a 


Alliance Assurance stands as a 


period of forty-seven years. Thus three 
generations of the Barnett family have 
put in 151 years of directorial service 
with the Alliance and covered the whole 
span of its existence. 





REHABILITATION OF 
WORKMEN 

It is significant that Joseph A. Parks, 
veteran Massachusetts industrial acci- 
dent chairman, featured the rehabilitation 
of injured workmen in his presidential 
address this week before the convention 
of International Association of Industrial 
Accident Boards and Commissions. This 
is one of the most serious problems in 


INJURED 


workmen’s compensation now confront- 
ing the various states and the solution 
of it, in Mr. Parks’ opinion, rests with 
the employer. Without his aid and co- 
operation rehabilitation falls flat. 

It was the speaker’s firm belief that 
industry should absorb all its injured 
workmen following their injury instead 
of having them thrown on the industrial 
junk heap. He minced no words in say- 
ing that there is no more inhuman thing 
than for an employer, who is responsible 
for the crippling of an injured workman, 
to refuse to re-employ him because he 
has lost an eye or a finger or has been 
maimed in some way. Furthermore, 
apart from the human aspects of the sub- 
ject, it is felt to be false economy for 
the employer to adopt a non-co-operative 
attitude toward rehabilitation. 

It stands to reason that if the injured 
workman is incapacitated for doing his 
old work in the manner in which he was 
formerly accustomed to do it, he can 
and should be given modified occupation 
by the employer. Unless this is done the 
man with nothing to occupy his mind 
will soon reach the mental state where 
he feels the State owes him a living, a 
neurotic attitude which is becoming in- 
creasingly more difficult to handle. 

The compensation writing companies 
have a keen interest in this entire sub- 
ject of rehabilitation because the more 
rapidly the workman is put back to work 
the more quickly will his case in the 
home office claim department be closed. 





Walton H. Griffith, automobile mana- 
ger of the America Fore companies, is 
now back from his vacation with his 
family in West Newfield, Me. 

+ 


Ballard McCall, vice-president, Nation- 
al Surety Corp., has returned to his desk 
following the sudden death of his wife. 
Mrs. McCall died earlier this month of a 
heart attack. 
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EDWIN PARRISH 


Edwin Parrish, vice-president of the 
Continental, Fidelity-Phenix, Niagara 
and other fire insurance companies of the 
America Fore group, has been recalled 
to active service to take full charge 
of the Pacific Coast department in San 
Francisco. 


* * &* 
Ernie Smith, famous All-American 
football player of the University of 


Southern California in 1932 and now an 
agent for the Occidental Life in Los An- 
geles, was married this month to Miss 
Ruth Bradford, an event which was one 
of the big social events of the Los An- 
geles season. 

* * &* 


George T. Dunlap, Jr., former amateur 
golf champion, has joined the Riehle 
Agency, Equitable Life, New York. For 
the past two years Mr. Dunlap has been 
associated with a brokerage house. He 
is a graduate of Princeton University 
and is a brother-in-law of Ted Riehle. 

*” *~ * 


Theodore F. Keer of Van Vliet & Keer, 
Prudential agency in the home office 
building in Newark, has returned from 
his sixteenth European trip. Accompan- 
ied by Mrs. Keer and their daughter he 
toured Germany, Austria, Italy and Swe- 
den and saw the Oberammergau Passion 
Play. Mr. Keer attended Rotary Club 
meetings in Berlin, Cologne, Wiesbaden 
and Munich. When interviewed he re- 
ported that he found Germany seeming 
tranquil and prosperous. 


* * * 


Percy W. Brough, of the home office 
of the Atlantic Mutual, went to Chicago 
recently to make a survey of business 
conditions there. He also is visiting the 
company’s branches in Cleveland and 
other mid-western cities. 


* * * 


Congressman Isaac Bacharach of New 
Jersey, a member of the Bacharach Real 
Estate Co. of Atlantic City and local 
agent for several insurance companies, 
recently found that his political and so- 
cial position did not grant him immunity 
from orders from others. Taken to a 
hospital in Atlantic City suffering from 
a heart attack he decided to go home 
after a couple of days had passed. The 
woman superintendent of the hospital 
said to him, however: “You are a Con- 
gressman, a founder of this hospital, 
brother of Mayor Harry and all that, 
but right now you are a patient under 
my care. You can’t leave this hospital 
until I sign a release for you.’ 





Miss Barbara Holman Woodward, 
daughter of the late Joseph H. Wood. 
ward, famed actuary, is among those be- 
ing admitted to the Casualty Actuarial 
Society in November as an Associate, 
having successfully passed Casualty Ill 
and IV examinations required for full 
membership. Now an examiner of the 
New York Insurance Department, Miss 
Woodward began her actuarial career 
with the National Bureau of Casualty & 
Surety Underwriters some six years ago, 
She is a Smith College girl with a most 
ettractive personality who excels in 
sports and who is club tennis star at 
Old Lyme, Connecticut. 





CHARLES M. 


WILLIAMS 


Charles M. Williams, who has been 
elected a vice-president of the Western 
& Southern Life of Cincinnati, has had 
the rare experience of being trained for 
the insurance business from his earliest 
days. Being the son of Charles F. Wil- 
liams, president of the company, he has 
always lived in an insurance atmosphere. 
His education and training were planned 
to fit him for the job ahead. He is a 
graduate of Georgetown and his great 
pleasure during his vacations from col- 
lege was to tour the field and meet the 
company’s fieldmen. He is the eldest of 
three sons of the president. 

. * * 

Earl William Brown, former attorney 
for the Southern Surety, has been ap- 
pointed county attorney for Oklahoma 
County. For several years Mr. Brown 
was at the home office of the company 
during which time he handled cases in 
Iowa, Oklahoma, Texas, Arizona and 
other states. For the last couple of 
years he has been practicing privately in 
the office of Murrah & Bohannon of 
Oklahoma City. The appointment became 
effective September 17 

ee * 2 

Herbert W. J. Hargrave, who is man- 
ager of the New Jersey Claim Investiga- 
tion, with headquarters in the American 
Building, Newark, N. J., spoke for more 
than an hour before the Passaic County 
Association of Insurance Agents in an- 
nual session recently in Paterson. Mr. 
Hargrave went into detail on claim con- 
ditions which have prevailed in the coun- 
ty and state in the past, and outlined 
what his organization is hopeful of ac- 
complishing. 

* ok + 

Howard L. Waterhouse of the New 
York office of the Aetna (Fire) was 
guest of honor at a farewell dinner given 
by his fellow employes recently prior to 
his departure to Philadelphia where he 
takes up field work. Mr. Waterhouse 
was presented with a handsome leather 
portfolio. 
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The Sears, Roebuck Insurance 
Companies 


The three insurance companies which 
are run by Sears, Roebuck & Co. are lo- 
cated on the sixth floor of the Printing 
Building at the Sears, Roebuck plant on 
the west side of Chicago, a considerable 
distance away from the Loop. These 
companies are the Allstate Insurance Co., 
the Allstate Fire Insurance Co. (which 
write only motor car insurance) and the 
Hercules Life Insurance Co. The Her- 
cules Life took over the business of the 
National Life of the U. S. A. and the 
former executive vice-president of thar 
company, Walter E. Webb, is now asso- 
ciated with all three Sears, Roebuck 
companies in an executive capacity. 

The general manager of the three 
Sears, Roebuck insurance companies is 
Carl L. Odell, vice-president, who spent 
his earlier life on a farm in Iowa; then 
went with the Travelers Insurance Co., 
from where he became a member of the 
Chicago insurance firm of Moore, Case, 
Lyman & Hubbard, in charge of their 
brokerage and life insurance department. 
The president of the three insurance 
companies is Gilbert E. Humphrey, who 
had charge of all outside investments of 
Sears, Roebuck & Co. 

The chairman of the board is Lessing 
J. Rosenwald. The secretary is W. M. 
Lowe, in the operating end of Sears, 
Roebuck & Co. for seventeen years. 
Frank F. Fowler, comptroller, was once 
with General Motors in Texas and for 
some years was a general agent of the 
Travelers. 

The Allstate Insurance Co. was char- 
tered as a stock company in April, 1931. 
Until the company announced its plans 
outsiders did not know that Sears, Roe- 
buck & Co. intended to enter the insur- 
ance business. The announcement was 
a big surprise. When the Hercules Life 
took over the National Life of the U. 
S. A. it found itself in possession of a 
general agency plant and the writer is 
informed that in states where the All- 
State is licensed the company will write 
motor car insurance through general 
agents as well as by direct mail. 


To Write Through General Agents 


Heretofore the business has all come 
by direct mail. The Allstate companies 
will pay to general agents 15% commis- 
sion and 714% on renewals. Sub-agents 
of general agents will receive 10% com- 
mission on new business and 5% on re- 
newals. Risks are bound on the signing 
of three applications. One application 
goes to the company, one to the assured 
and the third to the agent. When the 
application is signed it is necessary to 
pay 40% of the total annual premium. 
The balance is divided into two equal 
instalments of 30% each. One is paid 
i ninety days, which is collected by the 
home office, and the other payment must 
be paid within six months from the date 
the policy is issued. There is no carry- 
ie charge for the six months. 

The application and binder which goes 




















to the company reads as follows: 


Application and Binder 


“Subject to the conditions on the re- 


verse side hereof, Allstate Insurance 
Company and/or Allstate Fire Insurance 
Company for a period of 15 days only 
from the date hereof hereby binds insur- 
ance for: Name, address, applicant’s oc- 
cupation, employer’s name, employer’s 
address, make of automobile, serial and 
motor number, year of model, number of 
cylinders, type of body, actual cost to me 
including equipment. 

“The automobile will usually be kept 
in a garage in the above town and state, 
unless otherwise specified herein. 

“Has any automobile license, or permit 
to applicant or to any of his household 
to drive an automobile been cancelled or 
refused during the past two years? 

“Has any automobile insurance of ap- 
plicant or of any of his household been 
cancelled or refused during the past two 
years? 

“Coverages: A—bodily injury; B— 
property damage; C—glass damage ; D— 
collision; E—fire & F—theft; G—torna- 
do, hail; X—miscellaneous. Limits of 
liability. Premiums.” 

Questionnaire to be Filled in by 

the Agent 

“1. If the car is not fully paid for give 
the balance due and the name and ad- 
dress of the mortgage ‘holder. 

“2. If the car is over 5 years old or if 
it cost the assured less than $200 ascer- 
tain the condition of the tires, general 
appearance. 

“3. Check use of car: Pleasure only, 
pleasure and business, delivery of goods, 
carrying passengers. 

“4. Assured: Age (approximate only), 
nationality; does assured or any known 
driver have any physical deformity, de- 
fective hearing or defective eyesight? 

“5. Do you know or learn of past 
losses or accidents ? 

“6. Do members of family (other than 
husband and wife) drive? Give ages. 

“7. Do you recommend this risk? 

“8. Where shall policy be mailed? 
Direct to assured; to me.” 

The application and binder which goes 
to the assured has on its back the fol- 
lowing conditions under which the bind- 
er is granted: 

Conditions Under Which the Binder 
Is Granted 


“1. This binder is not valid unless 
signed by both the applicant and an au- 
thorized agent of the company or com- 
panies. 

“2. Insurance under this binder form 
is limited to a period of 15 days from 
date hereof and expires at 12:01 noon 
on the last day of such limited period. 
The company may cancel insurance 
bound hereunder by written notice 
mailed to the assured at the address giv- 
en on the face of this binder stating 
when, not less than five days from the 
date of such notice, such cancellation 
shall be effective. Any return premium 


due the applicant, upon cancellation of | 








or non-acceptance of this application, 
may be tendered or paid by check of the 
company or its agent. 

“3. Insurance under this binder shall 
be subject in all respects to the terms 
and conditions of the regular policy form 
of the company or companies at present 
in use, and to the statements in the 
application on the face hereof. If policy 
is issued it shall bear the effective date 
shown on the face hereof. 

" Insurance hereunder is bound only 
for such forms of coverage and limits 
thereof as are indicated by a premium 
charge on the face hereof. 

“5. Notice to applicant: If you do 
not receive your policy within 15 days 
from date hereof, notify the company 
direct at its home office, 925 So. Homan 
Ave., Chicago, Illinois.” 


Underwriting Rules 


The Allstate companies have the fol- 
lowing underwriting rules regarding the 
car, the policy and some other details: 

The Car 


1. Do not bind or accept cars over six 
years old unless owned by the assured 
for past two or more years. Exceptions 
may be made based on sound reasoning 
as to the condition of the car and the 
type of the assured. 

2. Uses of the car. We do not insure 
any passenger carrying for hire such as 
jitneys, taxis, etc.; passengers carried 
regularly, such as fellow employes or 
children to school (except members of 
assured’s own family); automobile deal- 
er or salesmen’s cars used for demon- 
stration; retail or wholesale delivery, 
other than occasional; refer any regular 
use for delivery to the home office for 
rates. . 

3. Where used or garaged: Insurance 
rates are based on the territory where 
the car is principally kept or used, which- 
ever may be higher, and this information 
is important. 

Commercial cars (trucks). Rates 
are furnished only from the home office. 
We do not accept, under any circum- 
stances: Intercity trucking for others 
(except within 25 miles) ; live stock haul- 
ing (except a farmer hauling only his 
own cattle). The following information 
is necessary: Complete description of 
truck, including tonnage capacity; com- 
plete description of any trailer; give 
length, and number of wheels. Does ap- 
plicant haul for other people? If so, a 
truck questionnaire (Form No. 111) must 
be completed. 


The Policy 


1. Short term policies. No policies 
are written for less than one year. How- 
ever, if the second or third premium in- 
stalments are not paid, the assured in 
reality obtains a short term policy and 
pays a high premium for it. 

2. Suspension privilege. Coverages A, 
B, C and D may be suspended during 
the winter and a full pro-rata return 
premium paid the assured at the end of 
the suspension period. There are three 
requirements: a. Notice must be given 
in advance of the wish to suspend. No 
exceptions to this rule will be made un- 
der any circumstances. b. The policy 
must remain suspended for sixty or more 
consecutive days. c. This winter suspen- 
sion period is between November 1 and 
May 1. 

In addition to the above we will also 
suspend the coverages if the assured 
leaves the country at any time during 
the year or if he removes for the summer 
to a northern location. The automobile 
in such cases must be placed in dead 
storage, advance notice given and mini- 
mum period for which credit is allowed 
is sixty days. 

3. Foreign coverage. Our policies nor- 
mally cover any place in the continental 
United States or Canada. Without charge 
we will extend the policy to cover within 
fifty miles of the United States border 
for trips into Mexico. 

Any further extension of the policy 
must be referred to the home office for 
rates. A complete statement of the ter- 
ritory to be covered and the duration of 








the trip is required before rates can be 
quoted. 

4. Car is not fully paid for. It is the 
almost invariable practice for the dealer 
or finance company to place fire and 
theft insurance which will protect both 
the assured and the finance company. 
The charge for this coverage is in the 
regular finance price of the car but many 
purchasers do not know of it. Check this 
point closely and be sure to give the 
name and address of the mortgage hold- 
er and the balance due. 

It is also becoming quite common for 
the finance company to require a form 
of collision insurance especially where 
the down payment is small or the pur- 
chaser is not an excellent credit risk. 
Very often the assured does not know 
of this coverage and it is well to check 
with the dealer. 

Two policies extending collision or fire 
and theft or collision and fire and theft 
on the same car automatically void each 
other, leaving the assured with no pro- 
tection whatsoever. 

Coverage Rules (General) 

1. Bodily injury liability or fire and 
theft is basic to every policy and no pol- 
icy will be issued unless either Coverage 
A or Coverages E and F are included. 

2. Property damage, plate glass, or 
collision may be added to either of the 
above basic coverages. It is at all times 
advisable to sell property damage liabil- 
ity where bodily injury liability is sold. 
Many claims involving bodily injuries 
(such as claims arising from colliding 
with another car where occupants are 
injured) also involves a claim for dam- 
ages to property. If the property dam- 
age liability is not carried the assured 
will be called upon to pay that portion 
of the claim. If the company is not free 
to settle both claims it causes delay and 
misunderstandings. 

3. Tornado, however, is not written 
unless fire and theft is included. 

Filling In the Application 

1. Print or write all information very 
legibly. Fill in all spaces. No unneces- 
sary information has been requested and 
complete data will insure prompt issu- 
ance of the policy. 

2. The address is the one to which 
the policy and all correspondence is to 
be sent. If this is different from the 
place where the car is used or garaged, 
give the additional information on the 
back of the application and answer the 
questions after garaging of the car on 
the front of the application. 

3. Occupation. Be sure to include the 
line of business when the occupation or 
the name of the employer does not clear- 
ly show this information. 

4. Serial and motor numbers. These 
are often called the factory and engine 
numbers. These numbers are important. 
The Cadillac, Ford, LaSalle and Lincoln 
automobiles have identical motor and se- 
rial numbers. Other cars have different 
numbers. 

5. If the assured has had previous 
cancellation or refusal of either a license 
or insurance, be sure to give all details. 

6. The questionnaire on the back of 
the application should be completely 
filled in. 

* * * 
Versed in Art of Receiving Visitors 


One of the interesting personalities in 
the home office of the Royal Indemnity 
and Eagle Indemnity is Eric McLarty, 
colored reception man, who for years has 
been graciously receiving all visitors to 
the executive floor of these companies 
at 150 William Street, New York. Native 
of Kingston, Jamaica, Eric worked in the 
government commissary in Panama, at- 
tended Spanish-English private school to 
learn English, and at 16 years old played 
the trumpet in the Panama national band. 
He saw war service with the British Ex- 
peditionary forces in Nova Scotia and 
then was sent to England where he 
served in the Royal Irish Fusiliers. 

Eric’s reputation in the Royal and 
Eagle Indemnity is that of a conscien- 
tious, smiling individual who knows quite 

(Continued on Page 38) 
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Bennett Explains Further His 
Remarks On Federal Regulation 


National Uniformity in Insurance Greatly To Be Desired, Says 
National Ass’n Secretary, and Federal Aid May Be De- 
sirable Only to Supplement State Regulation 


Walter H. Bennett, secretary-counsel 
of the National Association of Insurance 
Agents, took occasion to explain more 
clearly his Grand Rapids remarks about 
the possible desirability of Federal reg- 
ulation when speaking before the Ohio 
Association’s convention at Columbus on 
Tuesday of this week. Mr. Bennett does 
not desire the impression to prevail that 
he favors Federal regulation of insur- 
ance rather than state regulation. It is 
his view that national uniformity in in- 
surance practices is desirable and that 
where state governments are powerless 
to control practices outside their own 
limits, and by virtue of that unfair prac- 
tices are permitted to continue, then the 
business might well appeal to the na- 
tional government for assistance. 

“As I understand it,” said Mr. Bennett, 
“the chief purpose of the Federal gov- 
ernment is to uphold the states and pro- 
tect the people from discrimination and 
unfairness. My suggestion would be for 
such legislation as would uphold the state 
insurance departments and provide them 
with the means for carrying out their 
function of protecting the people of the 
respective states.” 

In his talk to the Ohio agents Mr. 
Bennett reviewed what he said at Grand 
Rapids last week preliminary to speak- 
ing more fully about Federal regulation 
of insurance. He said: 

Recommendation and Suggestion 

“Last week at the annual convention of 
the National Association of Insurance 
Agents at Grand Rapids I spoke on the 
theme of the convention, ‘The Road to 
Recovery.’ 

“In the development of the subject I 
took occasion to point out some of the 
insurance requirements of the Federal 
government under the New Deal pro- 
gram, in an undertaking to direct the 
attention of the members of the Associa- 
tion to the trend toward national uni- 
formity which is unmistakable and with 
which all of us must be prepared to deal 

“I touched upon two entirely disasso- 
ciated subjects, both having to do with 
Federal regulation—one in the form of 
an outright recommendation, the other 
simply as a guide-post along the way. 
The recommendation was that an attempt 
be made at the next session of Congress 
to secure enactment of a measure under 
which the United States mails will be 
barred to any insurance company not 
complying with the laws of the state in 
which it is writing business and in which 
the subject matter of the insurance is lo- 
cated. The suggestion was rather in the 
form of a question as to whether or not 
Federal regulation will be the ultimate 
outcome of attempts to reach that happy 
state of national uniformity in the in- 
surance business. In order that there 
tiay be no confusion in regard to the 
two references I propose to elaborate on 
them here. 

Bill to Restrict Use of Mails 

“With my recommendation that an ef- 
fort be made to induce Congress to bar 
the mails to unauthorized carriers, the 
convention was in hearty accord, and at 
the closing session adopted a resolution 
endorsing the undertaking. The bill I 
proposed to have presented in Congress 
is as follows: 

“Be it enacted by the Congress of the 
United States: 
“Section 1. It shall be unlawful for 


any individual, partnership, association or 
corporation, directly or indirectly, to use 
the mails of the United States or any 
means or instrumentality of interstate 
commerce for the purpose of soliciting, 
negotiating or effecting contracts of in- 
surance, or for the purpose of collecting 
premiums on insurance contracts, or to 
report any such transaction, unless such 
individual, partnership, association or 
corporation shall comply with the insur- 
ance laws of the respective states where 
such contracts are solicited, negotiated 
or effected, and the laws of the respec- 
tive states where the property insured 
or the subject matter of the insurance is 
Iccated. 

“Section 2. The term ‘insurance’ as 
used herein is defined to include con- 
tracts of indemnity, fidelity or surety. 

“Section 3. Any individual, partner- 
ship, association or corporation violating 
this act shall upon conviction be fined 
not more than $10,000, or imprisoned not 
more than two years, or by both such 
fine and imprisonment. 

“This measure embodies my concept 
of how the troublesome question of non- 
admitted companies might be controlled 
in this country. In common with many 
other men in the insurance business I 
have long held to the opinion that it is 
unfair for insurance carriers to be per- 
mitted to sell contracts of insurance in 
states where they are not authorized un- 
der the law to do so. 


Instance Where Federal Regulation Is 
Essential 


“It appears that Federal legislation is 
the only method through which this in- 
justice could be overcome. The insur- 
ance supervisors of the states do every- 
thing that lies within their powers to 
regulate the business and to see that it 
is operated on a proper legal basis. Ob- 
viously, however, they have no authority 
over the United States mails, and it is 
only through act of Congress that the 
situation could be controlled. 

“The suggestion I threw out in regard 
to general Federal legislation brings up 
a much more complex situation and one 
to which careful thought and study must 
be given. 

“In the application of the National In- 
dustrial Recovery Act to the several 
classes of business there is an incidental 
insurance angle in every case, because 

(Continued on Page 24) 





PHILADELPHIA FIRE AND MARINE 
INSURANCE CO. 
PHILADELPHIA 


Financial Statement . . . June 30, 1934 


ASSETS 
*Bonds and Stocks 


valued as requir- 


ed by New York 


State Insurance 
Department ... $3,324,887.59 
| Accrued Interest. 21,689.00 
EL ERS 1,041,229.15 
Premiums in 
Course of Col- 
eee 448,582.23 
Reinsurance Claims 
on Paid Losses. 1,235.02 
} 
$4,837,622.99 
would he $3,645,191.25. 








Morro Castle Total Loss; 
Cost to Repair Too High 


The announcement in London that the 
Morro Castle is a complete constructive 
loss means that it would cost more to 
repair her than her insured value of 
$2,800,000. The significance of this an- 
nouncement lies in the fact that as the 
vessel is a total loss, additional insur- 
ances against the risk of “total loss 
only,” which amounts to about $1,400,000, 
will have to be paid in addition to the 
amount of the insured value. 

All hopes of salvage were discounted 
by the statement that the cost of re- 
moving the wreck will greatly exceed the 
value of the scrap metal.. On this news 
the vessel was taken out of the reinsur- 
ance market, in which she had hitherto 
been quoted at 80 gujneas per cent 
against the risk of total loss. 





Directors of the National Union Fire 
of Pittsburgh on Tuesday declared a 
dividend of $1.00 a share on the capital 
stock payable October 8 to stockholders 
of record September 25. 











Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 









J. A. Kesey, General Agent 


United States Fire Branch: 80 John Street, New York 





Georce Z. Day, Asst. General Agent 





PREMIUM RESERVE 
OTHER LIABILITIES . 
CONTINGENCY RESERVE 
SURPLUS ‘ 

*TOTAL ASSETS 








U. S§.—Statement December 31, 1933 


*New York Insurance Department Valuation Basis 


Qa a 











$1,737,814.87 
625,402.00 

, 1,097,717.64 
: ; 9,528,303.97 
12,989,238.48 





*If actual market values as of June 30, 1934, were used in valuing all 
stocks and bonds held by the Company at that date the total value thereof 
In such case the total admitted assets would show as 
$5,157,926.65 and the surplus to policyholders as $3,433,139.42. 








LIABILITIES 


Reserve for Unpaid 
BNE Nr cwnies . $ 331,325.00 


Reserve for Un- 


earned Premiums 1,226,873.00 
Deposits Reclaim- 
able on Perpetual 
ae ae 36,755.40 
Reserve for Taxes 
and Other Ex- 
ae ee 122,161.42 
Unearned Reinsur- 
ance in Non-Ad- 
mitted Companies 6,794.00 
Reinsurance Recov- 
erable in Non-Ad- 
mitted Companies 878.41 
SN aveceavun 1,000,000.00 
Surplus .....000. 2,112,835.76 
$4,837 ,622.99 





HERBERT E. MAXSON HONORED 





America Fore Vice-President Guest at 
Dinner to Mark 25th Anniversary 
With the Continental 


In honor of his twenty-fifth year with 
the Continental, Herbert E. Maxson, 
vice-president in charge of the New York 
metropolitan department at 80 Maiden 
Lane, was tendered a testimonial din- 
ner by the people of his department on 
Monday evening in the Colonial Room 
oi the Hotel McAlpin. About sixty per- 
sons were present, including Mrs. Max- 
son as a special guest of honor. 

Following the dinner, Frank Schlueter 
as toastmaster presented Ernest Sturm, 
chairman of the board of the Continental, 
who spoke highly of Mr. Maxson and on 
behalf of the employes of the depart- 
ment presented him with a beautiful, 
fully equipped traveling bag, which Mr. 
Maxson graciously acknowledged. Others 
who spoke included T. W. Buckley and 
Van Tassel Graves as one of the Old 
Guard. Following the dinner, dancing 
was enjoyed. 

Mr. Maxson started as an office boy’ in 
the home office of the Equitable Fire & 
Marine in Providence, R. I. With this 
company he advanced steadily and was 
appointed New York State agent. In 
1909 he joined the Continental as east- 
ern New York special agent. A secre- 
tary of the American Eagle in 1917, he 
was in charge of New England, Middle 
Atlantic, and the Southern States and 
also for a time supervised the Cuban 
business of the Continental. He became 
vice- president of the American Eagle in 
1922 and vice-president of al] the fire 
awe of the America Fore group in 


W. R. McCAIN IN “WHO’S WHO” 

Among newcomers in the eighteenth 
edition of “Who’s Who in America,” the 
biographical dictionary of notable living 
men and women of the United States’ is 
W. Ross McCain of Hartford, president 
of the Aetna (Fire). 
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G. & R. is Granted 
Extension of Time 


OCTOBER 18 NOW FINAL DATE 





Confident It Can Ask New 
4 Dep’t to Make Rehabilita- 
tion Plan Operative Soon 


Supreme Court Justice Alfred Frank- 
enthaler on Wednesday granted the 
Globe & Rutgers an extension of time in 
which to declare the company’s plan of 
rehabilitation operative. The initial ex- 
tension, granted August 17, was to have 
expired October 1. This action by Jus- 
tice Frankenthaler gives the company 
until October 18 to complete the_neces- 
sary steps for making the plan effective. 

Robert S. Gordon, of Sullivan & Crom- 
well, counsel for the company, explained 
to the court that the physical task of 
completing the check of consents re- 
ceived to date has been so involved that 
it has been impossible to complete it. He 
said that the company shortly hoped to 
go to the Reconstruction Finance Corp. 
and the Superintendent of Insurance of 
the State of New York to ask consent 
to declare the plan operative. 

Bilkey Encouraged 

H. Edward Bilkey, vice-president of 
G. & R,, later said that the campaign 
for consents to the plan had resulted in 
an encouraging response from creditors 
and policyholders both throughout this 
country and abroad. 

“I am confident,” Mr. Bilkey said, “that 
the Globe & Rutgers will shortly re- 
enter the insurance field with great 
promise for the future. During the past 
eighteen months, but particularly during 
last spring and summer, we have suc- 
cessfully passed the greatest crisis ever 
faced by a company of this size. Now 
the way is open for the company’s re- 
turn.” 

Mr. Biikey pointed out that the short 
time between now and the expiration of 
the new extension of time will be used 
not only in completing the last neces- 
sary legal and accounting checks for the 
Insurance Superintendent and the Re- 
construction Finance Corp. but in ob- 
taining a few consents for claims which 
are still outstanding. It is absolutely es- 
sential, he explained, that every possible 
consent be filed for the plan prior to 
declaring it operative. Already the com- 
pany has the greater majority of them 
but is desirous of making a complete 
showing. 


N. B. & M. Ball Team 
Wins Championship 


On Tuesday, Manager C. F. Shallcross 
at a luncheon held in the North British 
& Mercantile Clubrooms, New York, ac- 
cepted for safe keeping the silver cup 
emblematic of the championship of the 
Insurance Baseball League which was 
won outright this year by the team rep- 
resenting his group. This cup was do- 
nated originally by Mr. Shallcross back 
in 1926. It now returns to the perma- 
nent possession of the North British 
baseball club, this year’s team having 
won the third leg on it. 

Assistant Managers C. E. Case and A. 

Thommasson also attended the 
luncheon and joined in drinking a toast 
to the team, the members of which are: 

ansen, manager; Ruhe, captain; Tiase, 
Schoenecker, Francisco, Kelhofer, San- 
quist, DuBois, Keeney, Jensen, Henry, 
Boscher and Stillwell. The North Brit- 
ish team won the championship by de- 
feating the Commercial Union team last 
Friday. at Springfield Oval by a score of 
11 to'5. During the season the team lost 
only one game. 








WORLD’S SERIES BROADCAST 

In accordance with the annual custom, 
Secretary Charles Weller of the North 
British & Mercantile has issued invita- 
tions to listen to the play-by-play illus- 
trated broadcast of the World’s Series at 
its clubrooms, 85 Ann Street 





Keep the Home Fires “Friendly”; 
Millions Lost When They Escape 


Your insurance man will tell you that 
a “friendly” fire is one that stays inside 
the stove or furnace where it belongs 
and serves to keep man comfortable 
against the freezing blasts of winter, 
says the National Board of Fire Under- 
writers. Surely, when fire escapes from 
the confining stove in any manner or 
means, and burns down the house, it is 
decidedly unfriendly! 

How often these very fires do become 
unfriendly is emphasized in a report re- 
ceived from the National Board which 
keeps a record of fires. . . . “In 1932,” 
states the report, “fires caused by stoves, 
furnaces, boilers and their pipes, re- 
sulted in a property loss of $17,916,783. 
Another cause of fire, which is closely 
allied with stoves, is defective chim- 
neys and flues. In 1932 fires originating 
in this way caused a loss of $24,702,201. 
A third contributing cause was hot 
ashes, coals and open fires, which ac- 
counted for a loss of $5,002,572. These 
three alone, with a total of $47,621,556, 
resulted in 11% of the nation’s entire fire 


waste that year. Recommendation is 
made that precautions be taken.” 

Many of these precautions are simple: 
Make certain that the stove or furnace, 
and smoke pipes are cleared of soot. 
Look for worn, broken or rusted out 
parts of equipment and replace them. 
If smokepipes, or any other part of the 
stove that becomes extremely hot, are 
located close to burnable material, they 
should be moved to a safe distance. 
Beams may be protected with sheet as- 
bestos. 

It is important that chimney flues be 
made of fire clay, and the chimney itself 
be solidly constructed from the ground 
up. In building chimneys or installing 
heating plants, comply with the definite 
safety requirements which are to be 
found in city building codes and which 
may also be obtained from the inspec- 
tion and rating bureau in your state 
through your insurance agent or broker. 

If you are the “fireman” in your house 
you will be wise to see to it that the 
stove or furnace does not become over- 
heated—use common sense in operating 
the equipment and never force it. Use 
a metal container for ashes. Be sure 
that all open fires are carefully screened. 





Separation of General 


And Local Agencies Oct. 1 


By next Monday, October 1, com- 
bined local and general agents in Hud- 
son and Essex counties in New Jersey 
representing Eastern Underwriters Asso- 
ciation companies must separate, the pro- 
ducers deciding whether they wish to 
continue as purely local agents or as 
general agents. For a long while the 
E.U.A. has frowned upon general agents 
doing a local business, or local agents 
acting also as general agents. In the 
greater part of the Eastern territory this 
form of separation has already been put 
into effect. Most of the combined agen- 
cies now involved are located in Jersey 
City and it is expected the majority of 
them will relinquish their general agency 
appointments and continue as_ local 
agents. ; 





Z. C. SWAIN DEAD 


Zell C. Swain, 58 years old, Middle- 
town, Ind., widely known among fire, 
casualty and life insurance men of In- 
diana because of the years he spent as 
chief deputy insurance commissioner, 
died suddenly at his home. He long was 
active in Republican politics and served 
in three sessions of the Indiana legisla- 
ture as principal secretary of the Senate. 
He had served the state central commit- 
tee through several campaigns. He was 
appointed chief insurance commissioner 
deputy in 1927. The widow and a daugh- 
ter survive. 


PEARL ENTERS KENTUCKY 


The Pearl Assurance, which about a 
year ago made application for license to 
do business in Kentucky but failed to 
furnish the State Insurance Department 
with desired information regarding oper- 
ations, has finally complied with all re- 
quirements and has been issued a li- 
cense to do business in Kentucky. The 
company is licensed to write fire and all 
allied lines of insurance. 


J. M. WILSON RENOMINATED 

Rep. James M. Wilson, Kalamazoo, 
who has been one of the stout defenders 
of sound insurance in the Michigan 
House of Representatives, was renomi- 
nated by the Republicans by a narrow 
margin over James B. Stanley, young 
Kalamazoo lawyer. Representative Wil- 
son has had a leading part in framing 
insurance legislation and in pushing it 








through the legislature during his sev- 


eral terms. 


Agents Present W olff 
With a Handsome Desk 


Allan I. Wolff of Chicago, who re- 
tired as president last week of the Na- 
tional Association of Insurance Agents 
with the election of Edwin J. Cole of 
Fall River, Mass., was presented with a 
handsome office desk, replica of one 
originally made for Cornelius Vander- 
bilt, at the concluding session of the 
Grand Rapids convention. This gift was 
tc show the appreciation of the local 
agents for Mr. Wolff’s untiring and self- 
sacrificing efforts in their behalf. 

Miami, Fla., and Augusta, Ga., pre- 
sented invitations for the mid-year meet- 
ing next March. As reported last week 
Rochester, N. Y., is seeking the national 
convention for 1935. 





NEW AGENCY OPENS OFFICE 


Darby-Leith, Inc. recently opened 
an office at 102 Maiden Lane as metro- 
politan agent and suburban general agent 
of the Netherlands, a member of the 
Caledonian group. David M. Darby is 
president of the new corporation, Nicho- 
las Leith vice-president and Frank L. 
Corning assistant secretary. The Leith 
Agency, Inc., of Brooklyn, of which Mr. 
Leith is president, has been named 
Brooklyn agent of the Netherlands. Mr. 
Darby has been in insurance in New 
York for many years both as a company 
officer and a local agent. 


E.U.A. COMMITTEE TO MEET 


The executive committee of the East- 
ern Underwriters Association will meet 
in New York today to consider, among 
other matters, the proposed new solution 
to the separation problem which, in brief, 
is to “freeze” the status of mixed agen- 
cies in excepted cities as of some date 
not later than July 1 of this year. 





E. J. COLE TO SPEAK TODAY 

Edwin J. Cole, Fall River, Mass., newly 
elected president of the National Asso- 
ciation of Insurance Agents, will address 
members of the Vermont Association of 
Insurance Agents at their twenty-ninth 
annual convention to be held today at 
the Rutland Country Club. The business 
session will be in the afternoon. 


N. Y. FIELD CLUB MEETING 
Members of the Suburban New York 
Field Club will hold their next meeting 
on Monday, October 1, at 12:30 noon, 
at the Block Hall Luncheon Club on 
South William Street. 





Premiums and Losses 
Are Lower in Canada 


INCOME HOLDS BEST IN EAST 





Competition, However, Is Particularly 
Severe in That Section; Losses 


for Eight Months Off 18% 





Slightly lower premium income and a 
similar reduction in losses are expected 
this year by fire insurance companies 
operating in Canada. On the basis of 
premiums earned, this will mean a loss 
ratio of slightly better than 50%, ac- 
cording to officials of American and 
Canadian companies operating in the Do- 
minion. Available statistical data indi- 
cates a considerable decline in total fire 
losses but a somewhat greater insurance 
coverage with the result that insurance 
losses are only about 4% lower than in 
1933. 

Premium income in Ontario for the 
year to date has held up fairly well, also 
in Quebec and eastern Canada, some 
companies reporting a higher income for 
the latter area. So far, the West has 
been disappointing but an increase in 
volume is expected during the remaining 
months of the year from this district due 
to higher. grain values. 

Severe Competition in Eastern Canada 

Competition in eastern Canada _ this 
year has been the most severe in his- 
tory, the already crowded field being 
further added to by the addition of com- 
panies which formerly operated in the 
prairie provinces. Business improvement, 
with resultant heavier inventories, has 
not added to the coverage to any great 
extent, it is reported, merchants and 
manufacturers being still able to avoid 
piling up heavy stocks. 

Mutual companies claim to have re- 
corded a decided increase in business in 
eastern Canada, particularly in Ontario, 
this increase having been accomplished 
partly, at least, by larger agency forces. 

Fire losses in the Dominion for the 
first eight months of 1934 were 18% 
lower than for the corresponding period 
of 1933. On this basis, fire insurance 
company officials state that unless there 
is a heavy reduction in premiums writ- 
ten, loss experience should be _ better 
than in 1933. Ontario fire losses, which 
amount to about one-third of the total 
for Canada, are available for the first 
six months of the year, and show a re- 
duction close to 10%. 





Insurance Institute to 
Meet on October 23 


The Insurance Institute of America 
will hold its annual meeting on Tues- 
day, October 23, at the Hotel Pennsyl- 
vania in New York. The board of gov- 
ernors will meet at noon. This will be 
fcllowed by a luncheon for those attend- 
ing the general meeting, which is 
scheduled for the afternoon. 





W. S. CRAWFORD IN HOSPITAL 


William S. Crawford, well-known in- 
surance editor of the New York Journal 
of Commerce, underwent an operation 
for appendicitis at the Post Graduate 
Hospital in New York on Tuesday morn- 
ing. He is reported as progressing sat- 
isfactorily. His host of friends in the 
insurance business wish him a speedy re- 
turn to complete health. 





G. W. HALLENBECK BEREAVED 


George W. Hallenbeck, assistant sec- 
retary of the companies in the Corroon 
& Reynolds group, has suffered the loss 
of his mother, Mrs. Cora S. Hallenbeck, 
who passed away last Saturday at the 
age of 74 years. Mr. Hallenbeck also 
lost his father recently. 


RICHMOND AGENT DIES 
Henry A. Phillips, vice-president of 
the Charles H. Phillips & Company 
agency at Richmond, Va., died recently. 
He was 46 years old. 
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Insurance Society 
Names Prize Winners 


FOR BEST RECORDS OF 1934 
Royal-Liverpool, Chubb & Son and Met- 
ropolitan Score Heavily; Registra- 
tion for New Season Starts 





Registration for the courses of the In- 
surance Society of New York for the 
year 1934-35 opened this week. The so- 
ciety gives courses in fire, casualty, in- 
land marine, ocean marine, surety and 
life insurance and for the broker. Ap- 
plication may be made at the office of the 
secretary on the fourteenth floor at 100 
William Street. 

The names of prize winners, based on 
the Institute examinations held last 
April, have been announced by the so- 


ciety. They are as follows: 
Fire I. Donor: Henry H. Reed, gen- 
eral manager at New York, Insurance 


Co. of North America. First prize, How- 
ard W. Saler, Cornwall & Stevens; sec- 
ond prize, Ralph Johnson, Jr., Home In- 
surance Co.; third prize, Joseph P. 
Warek, Royal-Liverpool group, and Wil- 
liam A. Butz, Sterling Offices, Ltd. 

Fire II. Donor: F. W._ Koeckert, 
United States manager, Commercial 
Union Assurance Co., Ltd. First prize, 
Harold S. Poole, Jr., New York Fire In- 
surance Rating Organization; second 
prize, Philip B. Cadman, Royal-Liver- 
pool group; third prize, Charles O. Fos- 
ter, Great American. 

Inland Marine 

Inland Marine. Donor: Raymond T. 
Marshall, secretary-manager, Inland Ma- 
rine Underwriters Association. First 
prize, Everett J. Brill, Royal-Liverpool 
group; second prize, John J. McCarthy, 
Royal-Liverpool group; third prize, Jo- 
seph G. Romans, Royal-Liverpool group. 

Ocean marine II. Donor: Archibald G. 
Thacher, attorney at law. First prize, 
Percy Chubb, Chubb & Son; _ second 
prize, Frederick O. Wipprecht, William 
Stake & Co., Inc.; third prize, James R. 
Miller, Chubb & Son. 

Life Insurance 

Life I. Donor: Charles G. Taylor, Jr., 
third vice-president, Metropolitan Life. 
First prize, John Stewart Carroll, Metro- 
politan Life; second prize, Henry F. 
Harris, Patrick J. Keating and Peter L. 
Keenan, Metropolitan Life; third prize, 
Gerald J. Hanley, Metropolitan Life. 

Life II. Donor: Thomas I. Parkinson, 
president, Equitable Life Assurance So- 
ciety. First prize, E. Herbert Schwen- 
sen, Metropolitan Life; second prize, 
Robert G. Stewart, Metropolitan Life; 
third prize, George Walker, Metropoli- 
tan Life. 
Three Winners Took Columbia Courses 

It is not only interesting but signifi- 
cant that the three prize winners in the 
inland marine course, Messrs. Brill, Mc- 
Carthy and Romans, all of the Royal- 
Liverpool groups, were students together 
in the fire insurance courses given a few 
years ago at Columbia University under 
the auspices of a number of fire com- 
panies. Those who are convinced that 
higher education pays for insurance com- 
pany employes and is fundamentally es- 
sential for the development of high type 
and efficient executives, are distinctly en- 
couraged. These young men, who won 
the confidence of the company men se- 
lecting candidates for the Columbia 
courses, are still seeking further knowl- 
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edge of the insurance business, outside 
of that which they acquire through their 
daily office work. 

Whether the fire insurance companies 
will again adopt the plan of sending a 
number of their own employes to Co- 
lumbia to study insurance and academic 
courses remains to be seen. The move- 
ment which was ended three or four 
years ago by the depression was an ex- 
periment but many feel that that effort, 
combined with the present educational 
courses of the Insurance Institute of 
America, Inc., New York University and 
other schools, have been of distinct bene- 
fit to the business. And those who have 
encouraged students to sacrifice time, en- 
ergy and money to. take insurance 
courses hope those who study seriously 
will be rewarded financially by their em- 
ployers so that other employes may be 
stimulated to improve their knowledge of 
the business. 


Tokio Has Cash Here 
Exceeding Liabilities 

The United States branch of the Tokio 
Marine & Fire gained $1,000,000 in sur- 
plus during the first six months of the 
current year. On June 30 its surplus to 
policyholders was $10,538,775 and its ad- 
mitted assets were $13,036,535. Its total 
liabilities, including the contingency re- 
serve, were $2,497,760, and cash in banks 
and office amounted to $3,087,415. 

The unearned premium reserve dropped 
slightly during the six months and the 
reserve increased somewhat. The 
marked change was in the contingency 
reserve, representing the difference be- 
tween the value of stock and bonds on 
the New York Insurance Department 
basis and actual market quotations. This 
item was $1,097,717 at the end of 1933 and 
only $122,193 on June 30. 

With cash exceeding its total liabilities 
by more than $500,000, it had as addi- 
tional protection to policyholders bonds 
of an amortized value of $6,592.680 and 
stocks of a conversion value of $2,841,068 
besides other assets of more than 
$500,000. 
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CANADIAN HAIL LOSSES HEAVY 

Western Canadian farmers are out of 
pocket from $8,000,000 to $10,000,000 
through crop losses from hail storms this 
year, according to H. H. Campkin, sec- 
retary of the Canadian Hail Under- 
writers’ Association, Mr. Campkin based 
his estimate on published reports of 
damages and on the amount of insurance 
carried and paid by the companies. Crop 
acreage rate paid by farmers for their 
hail insurance was practically doubled 
over that of last year. The new rate, 
as set by the Saskatchewan Hail Asso- 
ciation, to cover a $1,100,000 loss in 1934, 
will range from seven to twenty-three 
cents, depending on the past hail loss 
record of each “zone.” Directors of the 
Association, however, have cut the flat 
rate from three to two cents. 





60TH WEDDING ANNIVERSARY 


Mr. and Mrs. J. Woods McWilliams 
of East Orange, N. J., will celebrate their 
sixtieth wedding anniversary on Sunday, 
October 7. Both Mr. and Mrs. McWil- 
liams have lived in New Jersey for many 
years. Mr. McWilliams, although 8&3 
years of age, is still in good health and 
carries on the insurance part of the real 
estate business in which he has been en- 
gaged for many years. 
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Describes Successful Regional 
Meeting System In California 


The California Association has the 
largest membership of any in the Na- 
tional Association of Insurance Agents 
and is one of the most active and suc- 
cessful organizations. Frank C-. 
Coleridge, executive secretary of the 
California Association, told how regional 
meetings are handled in that state when 
speaking before the meeting of state as- 
sociation officers at the Grand Rapids 
convention last week. He said in part: 

“The evolution of the regional meet- 
ing system in California is interwoven 
closely with the development of the as- 
sociation. District or regional meetings 
have been held over a period of fifteen 
years. However, prior to 1930 such meet- 
ings were scheduled largely when it was 
necessary for association officers to call 
the members together at convenient 
points to discuss particular subjects with 
them. Thus regional meetings were not 
held regularly and only as_ occasions 
might require. 

“Picture the situation confronted by 
state officers early in 1930. Membership 
had increased in six months from about 
300 to over 600. While many members 
were located in districts where there 
were at that time no local boards, yet 
the majority were affiliated with thirty- 
five local groups. 

“In order to hold the sustained interest 
and enthusiasm of members so that they 
would continue their memberships in the 
association, it was deemed necessary by 
the state officers that members be con- 
tacted frequently. An annual conven- 
tion, usually the Mecca for a fraction 
of the membership, was insufficient for 
practical purposes. 

“On account of the great size of the 
state and the widespread location of local 
boards, one visit each year to all local 
units would have required a total time 
of about six weeks, a task too great to 
ask of officers who were devoting their 
time and energy to association work. 
Thus a regional meeting system came as 
an evolutionary process in the develop- 


state 


ment of the association. The plan set up 
by the state officers in 1930 was briefly 
as follows: 

“The state was divided into seven re- 
gional districts and later increased to 
eight; a regional committee consisting of 
a chairman and six committeemen from 
various cities, slightly larger in densely 
populated districts, was appointed by the 
president for each district; two series of 
meetings per year were scheduled, the 
first to be held in January and the sec- 
ond either in May or August, and the 
president and executive secretary were 
directed to attend each series of meet- 
ings.” 





AGENTS’ AWARDS MADE 





South Carolina Wins Cup for Member- 
ship Gains; Ohio Gets the Attend- 
ance Cup 


At the concluding session last Friday 
of the National Association of Insurance 
Agents’ convention at Grand Rapids, 
Mich., the following awards were made: 

The Presidents’ Cup, to the state as- 
sociation making the largest percentage 
increase in membership, went to the 
South Carolina Association, whose in- 
crease was 107%, from’ eighty-three 
members last year to 172 this year. 

The Des Moines Attendance Cup went 
to the Ohio Association, which had 
twenty-six delegates present. 

The Detroit Association Cup, offered 
the state association showing the great- 
est combined mileage of members in at- 


tendance, was awarded to California, 
whose eleven members traveled 58,564 
miles. 





NORTHWESTERN DIVIDEND 


Directors of the Northwestern National 
of Milwaukee have voted the regular 
quarterly dividend of $1.25 a share on 
the 80,000 shares of stock outstanding, 
payable September 29. The company has 
shown an improvement in business this 
year, with each month showing a gain 
over the corresponding month of 1933. 
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Bennett on Federal Regulation 


(Continued from Page 20) 


insurance follows industry just as surely 
as night follows the day. It must be 
obvious, then, that the Recovery Act 
which so vitally affects industry must 
have a bearing on insurance transactions. 
In my judgment, since insurance is na- 
tional in its scope, the old question of 
whether or not it actually is interstate 
commerce ‘becomes academic. No one 
denies that it affects interstate commerce 
just as surely as it is affected with a 
public interest. Nor can it be claimed 
that it is bound by state lines when one 
policy of insurance can be written in 
New York and cover property in Ohio 
or California or across the seas. 

“The insurance business is exceedingly 
timid over the thought of any Federal 
legislation. I pointed out at Grand Rap- 
ids that as far back as 1865 the National 
Board of Fire Underwriters was organ- 
ized on the platform of securing Fed- 
eral regulation. Thirty years ago Theo- 
dore Roosevelt advocated it in a message 
to Congress, but the thought now per- 
sists that any measure of Federal reg- 
ulation must perforce mean Federal in- 
terference, and to date the business has 
chosen the shelter of the Paul vs. Vir- 
ginia decision and has steered away from 
what may be envisioned as a protective 
element in the form of governmental reg- 
ulation. 

National Uniformity Lacking 

“In consequence, the business is con- 
ducted without semblance of uniformity. 
Some states have reasonably adequate 
insurance laws; others are without need- 
ed regulation. Where the insurance 
commissioner of a regulated state is in 
position to supervise the business and to 
1efuse to permit improper practices, he 
is without power to interpose any safe- 
guards for his own people through in- 
sistence on maintenance of the rate 
structure elsewhere. 

“The state line forms an impenetrable 
barrier which he may not hurdle. When 
an intrepid supervisor undertakes to di- 
rect the conduct of a company or a pro- 
ducer in any state other than his own, 
immediately rises the cry of “extraterri- 
toriality,” and his hands are tied. 

“Your own superintendent has ex- 
pressed his conviction that under the 
Ohio statutes an inland marine policy 
can be written only to cover mobile 
goods; that the fact that such property 
may on occasion be moved from one 
place to another does not subject it to 
inland marine coverage while housed in 
one building. In many other states the 
laws do not admit of such interpretation. 

“At the Grand Rapids meeting fre- 
quent statements were made that the In- 
terstate Underwriters Board which must 
maintain the prescribed rates in certain 
states pulls down the rates in unregulat- 
ed states to reach an average desired for 
competitive purposes. 

Uniformity Cannot Be Achieved Now 

“Since such wide disparity is known to 
exist and to be growing with alarming 
momentum, it does appear that national 
uniformity, admittedly greatly to be de- 
sired, cannot be achieved through pres- 
ent methods alone. 

“Personally, I am of the faith and or- 
der that subscribes to the doctrine of 
state rights. It is a fundamental plank 
in our system of government. But I do 
not find that this theory in any way con- 
flicts with the idea of Federal regulation 
of that part of the business that is es- 
sentially interstate in many fields. The 
rights of the states and those of the Fed- 
eral government are clearly defined. The 
state and the nation serve as_ balance 
wheels, the one to the other. I see no 
more ground for fear that a degree of 
Federal regulation would upset the even 
tenor of the ways of the state insurance 
departments than for claim to be made 
that the man in the White House in 
Washington acts as a detriment to the 
Governor in the State Capitol. 

Would Uphold State Departments 

“As I understand it, the chief purpose 


of the Federal government is to uphold 
the states and protect the people from 
discrimination and unfairness. My sug- 
gestion would be for such legislation as 
would uphold the state insurance depart- 
ments and provide them with the means 
of carrying out their function of protect- 
ing the people of the respective states. 

“It is needless for me to reiterate my 
faith in the insurance commissioners of 
this country. They form a body of 
high-class, intelligent men and through 
their organization, the National Conven- 
tion of Insurance Commissioners, have 
gone far toward stabilizing the business, 
even though that body is only advisory 
and has no legislative power. 

“In my opinion the convention would 
have gone much further if it were not 
hampered by the state line barriers. Time 
without number have we heard members 
of the convention point out that they are 
estopped from putting into practice reme- 
dial reforms because they are without 
authority to issue or enforce any rulings 
beyond the borders of their own states. 
_ “Uniformity in the insurance business 
is a crying need. Subject to the vagaries 
of the many times conflicting laws of the 
forty-eight states, uniformity is impossi- 
ble of achievement. National uniformity 
is greatly to be desired. State regulation 
cannot bring it about. Let us hold fast 
to that which is good, but face unafraid 
new days and new ways which may be 
better.” 





E. F. RATH BACK AT WORK 
E. F. Rath, district superintendent of 
the Fire Companies’ Adjustment Bureau 
at Boston, has recovered fully from his 
illness and is now back on the job. He 
was compelled to be away for several 
months, 
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Surveys Scope of British 


Fire Prevention Efforts 
Included in the new annual volume of 
the Chartered Insurance Institute of 
Great Britain is a noteworthy paper on 
the “Value of Insurance to the Com- 
munity” by Hubert Calvey of the Royal 
Insurance Co. Mr. Calvey, who pre- 
pared his paper originally for the Liver- 
pool Insurance Institute, deals compre- 
hensively with numerous forms of insur- 
ance, but is especially concerned with 
fire insurance and the preventive work 
of the companies. 

The work of the Salvage Corps, which 
is maintained by the fire offices, is shown 
to include at Liverpool and Glasgow a 
large number of periodical inspections of 
warehouses and other important build- 
ings. An account is given of the test- 


‘ing of fire extinguishing appliances and 
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of the work of the experienced technical 
experts and surveyors of the staffs of 
the individual insurance offices, part of 
whose duty is to report on, and make 
recommendations gratuitously, to the in- 
sured in respect of features tending to 
increase the fire hazard. In the fire rat- 
ing system there is stated to be nearly 
always the underlying provision of a def- 
nite financial inducement to an insured 
to eliminate features of hazard. 





Rough Notes Co. Issues 
Manual of Appraisals 


Boeckh’s “Manual of Appraisals” just 
issued by the Rough Notes Co. of In- 
dianapolis is a comprehensive study and 
reference work that should be useful to 
insurance adjusters as well as all .others 
concerned with valuations of real estate 
and buildings. 

The 267 page book is profusely illus- 
trated and divided into three general sec- 
tions: building appraisal on the repro- 
duction cost basis, other methods of 
realty appraisals and land valuation. It 
is designed primarily for the determina- 
tion of reproduction costs and present 


‘sound value and is based primarily on 


schedules of cubic foot costs. 

Complete and careful provision has 
been made for modifying these basic 
costs for all variations so that in the 
hands of a careful appraiser it produces 
results of remarkable accuracy. The 
Boeckh formulas which are used in de- 
termining the index numbers used are 
based upon the prices of structura! ma- 
terials and labor and may be adapted to 
the costs in any specific locality. 





N. B. & M. DIRECTOR 50 YEARS 


Sir Alexander Drake Kleinwort, of the 
well-known merchant banking firm of 
Kleinwort, Sons & Co., London, com- 
pleted his fiftieth year of continuous 
service as a director of the North Brit- 
ish & Mercantile on September 3. Sir 
Alexander is still actively engaged in the 
direction of the affairs of this office. He 
completed his fifty years of directorship 
in good health and gave no sign of. early 
retirement. He is the only surviving 
member of the twenty-nine directors 
whose names appeared in the company’s 
report for 1884. 





ONTARIO AGENTS TO MEET 

Arrangements have been completed to 
hold the fourteenth annual convention of 
the Ontario Fire & Casualty Insurance 
Agents’ Association at Toronto on Oc- 
tober 18 and 19. A number of interest- 
ing topics are scheduled for discussion 
and it is expected that the committee 
appointed to the last convention will re- 
port progress on the question of the de- 
sirability of asking the Ontario Govern- 
ment to strengthen the present agents 
qualification law by the additional re- 
quirements of a written examination by 
all new applicants for license. 
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LOYALTY GROUP 

















ORGANIZED 1855 


(Securities at Market Value) 


FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 


80 YEARS IN BUSINESS 


Surplus to Policyholders, Dec. 31, 1933, $15,719,163.78 











Organized 1853 
THE GIRARD 
FIRE & MARINE INSURANCE CO. 
Surplus to Policyholders Dec. 31, 1933 


i] $2,380,826.52 
Securities at Market Value 
82 YEARS IN BUSINESS 





Organized 1854 


THE MECHANICS 
INSURANCE. COMPANY OF 
PHILADELPHIA 


Surplus to Policyholders Dec. 31, 1933 


$2,181,651.19 


Securities at Market Value 
81 YEARS IN BUSINESS 





Organized 1866 


NATIONAL-BEN FRANKLIN 
FIRE INSURANCE CO. OF 
PITTSBURGH, PA. 


Surplus to Policyholders Dec. 31, 1933 
$2,254,726.35 


Securities at Market Value 
69 YEARS IN BUSINESS 











Organized 1874 


THE METROPOLITAN 
CASUALTY INSURANCE CO. 
OF NEW YORK 
Surplus to Policyholders Dec. 31, 1933 
$2,216,188.12 


Bonds Amortized—Stocks Market Value 
61 YEARS IN BUSINESS 
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AVERAGE AGE 


LOYALTY GROUP COMPANIES 


OVER 66 YEARS 


GROUP LOSSES PAID 


OVER 
FOUR HUNDRED MILLION 


$413,592,692.72 


A LOSS PAYING RECORD 


PROVING SECURITY 
AND STABILITY 


OUR BUSINESS ASSETS 


MERIT CONFIDENCE. 


¥ \: THESE ARE 








AGE - EXPERIENCE - GOOD FAITH 





SUCCESS - PERFORMANCE 





SOUND INSURANCE PRINCIPLES 








Organized 1852 


MILWAUKEE MECHANICS’ 
INSURANCE COMPANY 
Surplus to Policyholders Dec. 31, 1933 


$5,021 ,440.67 


Securities al Market Value 
83 YEARS IN BUSINESS 





Organized 1871 
SUPERIOR 
FIRE INSURANCE COMPANY 
Surplus to Policyholders Dec. 31, 1933 
$1,780,616.49 


Securities at Market Value 
64 YEARS IN BUSINESS 





Organized 1870 


THE CONCORDIA 
FIRE INSURANCE COMPANY 
OF MILWAUKEE 


Surplus to Policyholders Dec. 31, 1933 
$2,411,805.55 


Securities at Market Value 
65 YEARS IN BUSINESS 








Organized 1909 
COMMERCIAL 
CASUALTY INSURANCE CO. 
Surplus to Policyholders Dec. 31, 1933 


$2,015,905.60 


Bonds Amortized—Stocks Market Value 
26 YEARS IN BUSINESS 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








It is not generally supposed that most 
“new” jokes or stories one hears from 
time to time are based on actual hap- 
penings, elaborated upon or embellished 
in the telling. The origin of the old 
joke, for instance, with the “motif” of 
“What could I do? He was my best 
customer,” in telling the absurd ex- 
tremes to which a merchant had to re- 
sort to hold his trade, was exemplified to 
me recently when I called on my agent at 
Utica, N. Y., Mr. Horn, who showed me 
a finger that had been bitten by a dog, 
when he delivered a policy to an old cus- 
tomer. He bent down to pet this dog, 
and was bitten as a reward for his friend- 
ly and diplomatic act. In telling me of 
it, he grew quite indignant and said that 
if the owner hadn’t been a good custom- 
er of his he “would have kicked the dog 
in the slats” or shot him. It showed 
what an agent will do to keep a cus- 


tomer. 
+ + + 


A Clever Subterfuge 

Mr. Horn, whose agency is one that 
has been most profitable in Utica, which is 
not a profitable town, tells a story about 
his father, who had control of consid- 
erable property in his time, and did not 
wish to rent a certain apartment to cou- 
ples who had children. The applicant, 
who had children, knew of this objec- 
tion, and when he was asked whether 
he had children said that his children 
were “in the cemetery,” which Mr. Horn 
interpreted as signifying that they were 
buried there. 

The applicant thereupon got his lease, 
but when Mr. Horn came back a few 
days later he found three or four chil- 
dren on the premises. “You lied te me 
about your children the other day,” he 
said to his tenant. “You told me that 
your children were dead, ‘in the ceme- 
tery.” “Nothing of the sort,” was the 
reply. “I didn’t lie to you. They were 
in the cemetery that day—I did not say 
they were dead.” I do not remember 
whether Mr. Horn, Jr., told me the lease 
held or not, and whether his father or 
the tenant won out. 

oes 
Eliminating Endorsements 

In the Weekly Underwriter of recent 
issue appeared a story of how a clerk 
in an insurance company’s office got rid 
of endorsements and other office docu- 
ments that bothered him by throwing 
them into the Hudson River on his way 
to his Jersey home in the evening. His 
reprehensible act was discovered by 
someone finding a bundle of them that 
had drifted ashore and notifying the 
company, which led to his undoing. 

I related this story about four years 
ago in these columns; also that a similar 
thing happened, as I was told in the old 
Germania office long ago. In that case 
the clerk threw the endorsements into 
the water closet, which clogged it eventu- 
ally and the plumbers found a lot of 
them when cleaning out the apparatus. 
Had the clerk used a little more ingenu- 
ity he would probably never have been 
apprehended. 

* a ” 


Names That Fit the Trade 


In the Arcade Building at Utica, N. Y., 
there is a diamond setter, whose name is 
“EDELSTEIN,” which is German, mean- 
ing “precious stone,” and a diamond is a 
precious stone or “edelstein.” Likewise 
there used to be a jeweler whose name 


was “Perlen,” which means pearls in 
German. There was also a mucilage fac- 
tory in the early eighties run by “Stick- 
well & Co.,” but I doubt whether that 
was a bona-fide name, like the above 
German-Jewish names, which are not un- 
usual. 

In Dansville, N. Y., the home of Tom 
Gallagher, there was a firm of clothiers 
named “Schwendler & Consaulus,” which 
the witty Tom pointed out to me with 
the remark that wags in the town used to 
pronounce “Swindle and console us.” 

"4 * 
The Good Old Horse-Car Days 

When my brother and myself went to 
school in Brooklyn, N. Y., as kids, and 
father on a rainy day gave us two five- 
cent pieces to pay our fare home in case 
it should rain in the afternoon, and we 
spent half the money on the way to 
school, we decided by lot who should 
ride home in the horse car. So one of 
us rode and the other ran alongside the 
car, waving and signaling to each other 
much to the amusement of the passen- 
gers. Such were the simple pleasures 
of boys in those days. We got a lot of 
fun out of it, though one of us came 
home rather wet or exhausted. 





ALFRED J. BARRETT DIES 





Was Vice-President and Comptroller of 
the National Liberty and Balti- 
more-American 
Alfred J. Barrett, vice-president and 
comptroller of the National Liberty and 
Baltimore American fire insurance com- 
panies at 59 Maiden Lane, died last Fri- 
day at his home in Laurelton, Long 
Island, after a three months’ illness of 
heart disease. His wife, the former Anne 
Ellen Pitluga, died three weeks ago. A 

son, H. J. Reed Barrett, survives. 

Mr. Barrett was born in Richmond, 
Quebec Province, Canada, sixty-two 
years ago on October 17, 1872. He had 
been in the insurance business in this 
city since 1894. He joined the National 
Liberty and Baltimore American on Sep- 
tember 22, 1924. On January 1, 1929, he 
was made vice-president and comptroller 
of the Baltimore American, and on 
April 6, 1931, he was elevated to the same 
positions of the National Liberty. Mr. 
Parrett was a director of the Insurance 
Clerks Mutual Benefit Association of the 
City of New York and was a Scottish 
Rite Mason and a member of Immanuel 
Masonic Lodge, Brooklyn. The National 
Liberty and Baltimore American are 
members of the Home of New York fleet. 


CHANGES IN COAST AGENCY 

Companies in the Goodwin & Allan 
office of San Francisco have decided to 
separate, effective January 1, 1935, the 
Northern of London and the London & 
Scottish to be operated under the man- 
agement of Clarence E. Allan, at a lo- 
cation yet to be selected, and the St. 
Paul, Mercury and the St. Paul Mercury- 
Indemnity Company to be consolidated 
in management and to continue under 
their departmental managers now in 
charge. The Royal Exchange will con- 
tinue to be operated from the St. Paul 
office, 60 Sansome Street, San Francisco. 

All of the changes are effective Jan- 
uary 1, 1935, and the separation of the 
companies is an entirely amicable one, 
and is calculated to best serve the un- 
divided interests of the companies in- 
volved. 
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OSCAR C. THIELMAN KILLED 





Former Chief Accountant and Wife Die 
in Automobile Accident in 
New Jersey 

Oscar C. Thielman, former chief ac- 
countant of the American of Newark, 
and Mrs. Thielman were killed last Fri- 
day in a collision between their automo- 
bile and a truck near Atsion Lake, N. J. 
Their son, Oscar C. Thielman, Jr., who 
was driving the family’s car, escaped 
with cuts and bruises. 

Mr. Thielman retired April 1, 1933, as 
chief accountant of the American of 
Newark, after fifty years of service. He 
started with the company as an office 
boy. He was a Spanish-American War 
veteran and a member of Kane Lodge, 
F. & A. M., of Newark. The Thielmans 
moved to South Orange five years ago. 
They would have been married thirty- 
one years in November. At one time 
Mr. Thielman contributed occasional 
poetry to The Newark Evening News, 
i!lustrated with his own sketches. Mrs. 
Thielman formerly was a school teacher. 


Canadian Ass’n Has Real 


Influence on Legislation 


R. Leighton Foster, Insurance Super- 
intendent of Ontario, in presenting his 
report as secretary of the Association of 
Superintendents of Insurance of the 
Provinces of Canada at the annual con- 
vention at St. John recently, said he 
was pleased that the recommendations of 
the Association were adopted by the 
provinces generally and not just filed 
away. 

“A review of the new legislation serves 
te confirm my remarks about the influ- 
ence which our organization is now privi- 
leged to exercise upon insurance legisla- 
tion in the several provinces. It shows 
that in the case of almost every province 
the legislation recommended by the 1933 
Conference for enactment has been en- 
acted while, on the other hand, in the 
case of no single province, was any legis- 
lation passed in respect to which our 
Association had gone on record as op- 
posed. 

“It is one thing to labor on a com- 
mittee for days and nights drafting a 
uniform or model act, only to find it 
pigeonholed or mutilated when presented 
to a legislature for enactment; it is quite 
another thing to work as we do prepar- 
ing reports of committees and working 
morning, noon and night on them, as we 
will do this week in St. John, and then 
return to our home provinces with the 
confidence that all interests have been 
consulted, all conflicting opinions recon- 
ciled, and that we are all determined to 
put our shoulder to the wheel with every 
prospect that our labors will be rewarded 
and our recommendations adopted.” 
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Fenton Made Manager of 


Home’s Branch at Camden 

P. Norman Fenton, special agent of 
the Franklin Fire of the Home of New 
York fleet at the Camden, N. J., branch 
office, covering the territory of Camden, 
Gloucester and Burlington counties, has 
been appointed manager of the Camden 
office. He succeeds Jesse W. Teese, who 
has been transferred to the home office 
in New York as an Eastern department 
supervisor. 

Mr. Fenton joined the Franklin in 
1926 as a special agent in the Philadel- J 
phia territory. A year later he became 
special agent of the Camden suburban 
department. He is treasurer of the South 
Jersey Field Club and an associate mem- 
ber of the Camden Chapter of the 
American Business Club. He is deeply 
interested in music. 


F. & G. FIRE STRIKE “EXTRA” 

Another up-to-the-minute piece of ad- 
vertising of the Fidelity & Guaranty Fire 
of Baltimore for distribution to pros- 
pects by agents takes the form of blot- 
ter featuring riot, civil commotion and 
explosion insurance. On the face of the 
blotter there appears a drawing of a 
newsboy and tucked upon his arm is a 
miniature four-page newspaper. When 
the recipient of the blotter unfolds this 
“Extra” he reads a short but snappy 
message on the value of strike and riot 
covers. The Fidelity & Guaranty Fire 
advertising department has recently is- 
sued several advertising messages in 
forms certain to attract favorable atten- 
tion. 


DUMONT TO ADDRESS SPECIALS 

John R. Dumont, manager of the In- 
terstate Underwriters Board, will address 
the members of the New Jersey Special 
Agents’ Association at the first Fall 
meeting of the organization on Monday 
evening, October 1, at 6:30 o'clock at 
the Newark Athletic Club. T. R. Roller 
is president of the special agents’ asso 
ciation. 
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National Ass’n Names 
Executive Committee 


ONLY ONE CHANGE IS MADE 





Frank T. Priest, Wichita, Kan., Takes 
the Place of Past President 
Charles L. Gandy 





With one exception the executive com- 
mittee of the National Association of In- 
surance Agents will be composed of the 
same members for 1934-35 as during the 
last twelve months. Frank T. Priest of 
Wichita, Kan., who was chairman of the 
finance committee during the adminis- 
tration of President Allan I. Wolff and 
who is a former member of the execu- 
tive committee, again goes on the com- 
mittee, succeeding Past President 
Charles L. Gandy of Birmingham, Ala. 

The complete membership of the com- 
mittee is as follows: Edwin J. Cole, Fall 
River, Mass., president of the associa- 
tion; Kenneth H. Bair, Greensburg, Pa., 
chairman; Eugene Battles, Los Angeles; 
Albert Dodge, Buffalo; C. F. Liscomb, 
Duluth, Minn.; Sidney O. Smith, Gaines- 
ville, Ga.; W. Owen Wilson, Richmond, 
Va.; Mr. Wolff, Chicago, immediate past 
president, and Mr. Priest. 

Career of Mr. Priest 

Mr. Priest has been in insurance for 
more than twenty years. He entered the 
agency of Dulaney & Johnston of 
Wichita in May, 1912, and became a 
member of the firm in July, 1916. He 
has remained with that agency since 
then. He has acted as vice-president and 
chairman of the executive committee of 
his local board and the Kansas state as- 
sociation. From 1927 to 1929 he served 
as a member of the National Associa- 
tion’s executive committee. Outside of 
insurance he has been a vice-president 
and director of the Chamber of Com- 
merce and was commander of the 
American Legion in Wichita in 1922-23. 
He is a former Boy Scout master and 
was afterwards vice-president of the 
Wichita scouts. Likewise he has been a 
member of the board of the community 
chest and is a member of the Kiwanis 
Club. 

While Mr. Wolff was president the 
National Association started negotiations 
with various divisions of the Federal 
government in Washington with respect 
to their insurance requirements and as 
this work is still being carried on the 
executive committee felt that as few 
changes as possible in personnel should 
be made. 





Britain’s August Fire 
Loss Higher Than in ’33 


The cost of the principal direct fire 
losses in the United Kingdom and Ire- 
land during August was again heavy. 
Present estimates put it at $3,198,500, 
which compares with corresponding 
losses of $3,677,000 in July and $2,565,000 
in August of last year. The costliest fire 
was that which occurred at the Forge 
Bleach Works, Chinley, on August 17, 
when damage estimated at $900,000 was 
caused. 

These estimates take into account only 
fires in which the damage amounted to 
$5,000 or more, and if in accordance with 
Statistical practice 60% be added in re- 
spect of the large number of fires costing 
individually less, the total cost of all out- 
reaks in Britain and Ireland becomes 
$5,115,000. The corresponding total for 
July last was $5,885,000, and that for 
August of last year was $4,105,000. 


JOSEPH W. KEATING DEAD 

Joseph W. Keating, an insurance and 
real estate agent of Madison, N. J., died 
last Thursday at his home there. He 
was 49 years of age and had been ill 
for two years. He was a member of the 
Knights of Columbus, Elks and a former 
member of the Madison Hose Co. He 
leaves a wife, a daughter, two brothers 
and two sisters. A solemn high mass 
was held Monday morning at St. Vin- 
cent’s Church. 
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COMPANIES 












Virginia Ruling on 
Insuring in Mutuals 
GOVERNS PUBLIC PROPERTY 


Attorney General Says Assessment Lia- 
bility Must Not Be in Excess 
of Cash Premium 





Provided the liability of the policyhold- 
er is limited to an assessment not in ex- 
cess of the cash premium, governmental 
agencies and municipal corporations, un- 
der the laws of Virginia, are permitted 


to contract for insurance with mutual 
companies, Attorney General A. P. Sta- 
ples of that state has ruled. Govern- 


mental agencies and municipal corpora- 
tions are not permitted, under the rul- 
ing, to take out insurance with mutual 
companies whose policies provide for an 
unlimited assessment on each member to 
pay the losses of other members, as such 
contracts depend primarily upon the 
credit of the members. 

Contracts held permissible do not in- 
volve the granting of credit to mutual 
companies, the attorney general says. If 
the credit of a public corporation is used 
to purchase a policy in which the liabil- 
ity of the policyholder is definitely lim- 
ited, such credit is not granted, he holds, 
but is used to purchase insurance pro- 
tection. It is merely part of the con- 
sideration or premium exacted of the 
policyholder. Practically the same rul- 
ing was made by the late Attorney Gen- 
eral John R. Saunders some months ago. 
The present head of the state’s legal de- 
partment wrote his opinion, he says, as a 
result of an insistent demand for a re- 
consideration. 





Pittsburgh Commissions 


Too High, Says Dalzell 


John A. Dalzell, well-known Pittsburgh 
agent and veteran member of the Penn- 
sylvania Association of Insurance Agents, 
is resigning from the state association 
because he feels the organization has not 
done all it could to aid in a settlement 
of the Pittsburgh excess commission sit- 
uation. Mr. Dalzell believes that too 
many companies are paying excess com- 
missions and as a consequence certain 
non-board companies and assessment 
mutuals are getting an increasing volume 
of business. Rather than have more com- 
panies pay the top rate of commission to 
meet competition Mr. Dalzell suggests 
that all the board companies agree to 
reduce their commission rate to a point 
where competition with cut-rate insurers 
would be possible and the producers still 
receive a reasonable return. 

Mr. Dalzell says that a commission rate 
which permits an agent to appoint part- 
time agents to bring him business is not 
justified. While the companies generally 
have been accused of appointing the non- 
policy and part-time agent, Mr. Dalzell 
states that “I am of the belief that these 
high commission offices do engage part- 
time producers themselves.” 


Standard of New York 
Has Huge Cash Reserves 


With $2,183,567 cash in office and banks 
on June 30 and total liabilities of less 
than $1,700,000 at the same date, the 
Standard of New York is in an excellent 
position. Its assets on that date were 
$5,759,862, valued according to New York 
Insurance Department regulations, and 
its surplus to policyholders was $4,115,- 
535 on a market value basis. The assets 
had increased nearly $130,000 since Janu- 
ary 1 and the surplus has increased more 
than $419,000. 

On June 30 the reserve for unearned 
premiums was $1,305,437, an increase of 
about $79,000; and the loss reserve was 
$125,070, a decrease of $30,000. Other lia- 
bilities amounted to $49,136. The con- 
tingency reserve was $164,681, as com- 
pared with $479,739 on January 1. The 
capital was $1,500,000 and the net sur- 
plus was $2,515,435. 
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Writes Story of State Funds 


(Continued from Page 1) 


the political standpoint, they deter at- 
tainment of the highest efficiency in the 
management and business conduct of the 
state.” 

A second reason lies in the uncertain 
acts of state legislators and the legisla- 
tures have control over insurance funds. 
Mr. Garnett finds that government in- 
trusion in business generally leads to 
bankruptcy. Specifically he cites that 
eight states between 1906 and 1920 un- 
dertook the guaranty of bank deposits. 
All state bank deposit guaranty funds 
ended in failure. 

Hail insurance funds were established 
in Colorado, Montana, Nebraska, North 
Dakota, South Dakota and Oklahoma. 
The Oklahoma law has been repealed. 
These experiments proved costly and 
failed to show profits for the states. 
Commenting on the results Mr. Garnett 
writes: 

“The utter failure of state insurance 
in the two fields already touched upon 
warrants a profound distrust of state op- 
erations of a business in which, more 
than any other, a constant and continu- 
ous solvency and prompt and punctual 
loss settlements are of the essence and 
strictly required of all private insurance 
companies.” 


Essential Services Lacking 


While insurance companies are able to 
give agency service, claim adjustment 
service and loss prevention and engineer- 
ing service the state as an insurer fails 
to give these services as they should be 
given and private insurance has a fair 
right to claim a genuine advantage on 
the record over state insurance, accord- 
ing to Mr. Garnett. 

The author reviews next the history of 
public property insurance funds. In Wis- 
consin an insurance fund of close to $2,- 
000,000 was built up and in 1929 the leg- 
islature “borrowed” $900,000 from the 
fund to erect an office building and chil- 
dren’s hospital. An effort was made later 
to repudiate these debts so as to make a 
reputation for economy. In Michigan a 
$700,000 fire in 1925 exhausted the fire 
fund and “it is questionable whether 
Michigan is finding that competition with 
private insurance companies is the prof- 
itable venture that was anticipated by 
Governor Green.” 

In North Dakota the fire fund has been 
profitable so far, but in Colorado the fire 
fund was doomed in January, 1933, as the 
state legislature passed a bill abolishing 
the continuing appropriations. In Min- 
nesota the state fund of $250,000 had in 
1922 to meet a loss of $500,000. The tax- 
payers made up the difference. In the 
same year the state suffered nearly $800,- 
000 of unprotected fire loss. The proper- 
ties destroyed were replaced by appro- 
priations made from the general tax fund 
of the state. All three of Alabama’s can- 
didates for governor in the Democratic 
primary this year have pledged them- 
seives to the abolition of the state insur- 
ance fund. And the experience in other 
states has been generally unsatisfactory 
for the taxpayers. 


Cities Oppose Funds 


A recent editorial from the Portland, 
Maine, Press-Herald says that “Maine, 
at least, will never undertake to embark 
in the insurance business. All the evi- 
dence is against it.” 

Turning to the experience of cities Mr. 
Garnett says that the city council of Buf- 
falo, N. Y., by a vote of eleven to two 
deféated a plan to cancel all fire insur- 
ance on city property and to establish 
a municipal insurance fund. Following 
an exhaustive survey of the experience 
of cities under self-insurance plans May- 
or Moreau of Manchester, N. H., has 
recommended to the governing body of 
his city the abandoning of its sinking 
fund program for protection of city 
property against fire. He strongly advo- 
cates that city property be protected 


against fire damage through adequate in- 
surance. 

Mr. Garnett in his conclusions gives 
strong and convincing arguments against 
the use of state or city fire funds. He 
writes as follows: 

“The various facts set forth in this 
memorandum should indicate that the 
government in insurance has made no 
very commendable record; and one might 
go further and say that the likelihood 
that the government will achieve marked 
success in any field of business endeavor 
is of the slightest. 


Reasons Why Public Funds Are Urged 


“The proponents are not moved to 
create Federal, state and municipal in- 
surance funds to make certain the pay- 
ment of losses. Safety is never urged 
as a purpose of this venture in these 
days when there are a large number of 
financially sound, strong insurance com- 
panies with assets, including capital and 
surplus, of billions of dollars, ready to 
assume the hazards. Nor are they ac- 
tuated by a desire to secure a better in- 
demnity or a desire to supply what can- 
not be found on the market. No depart- 
ment of government, Federal, state or 
municipal, was ever refused coverage by 
these insurance companies. No emer- 
gency exists wherein it is impossible to 
secure coverage with reliable insurance 
companies. It is only, therefore, to econ- 
omize that the creation of a state or 
municipal insurance fund is ever consid- 
ered. 

“No congress, legislature, council or 
board of trustees should adopt one means 
to economize when another means is less 
fraught with danger and therefore more 
certain of success. It would not, with 
eyes open, choose tu create an insurance 


fund without deliberating over other 
means of accomplishing the same pur- 
pose. 


“Tt is neither reasonable nor accurate 
to compare premiums paid and loss pay- 
ments received over any preceding period 
of years, in arriving at a decision to set 
up a fund. The conflagrations in many 
states and cities have swept away the 
premiums paid for several decades. The 
total premiums of San Francisco for 1906 
would have to be paid for more than a 
hundred years to replace the loss in that 
cne conflagration. Individual buildings 
must be insured continuously for a period 
of from 33 to 108 years to pay for a 
total loss within that time. The facts 
needed to estimate the probabilities of 
burning for any group of buildings can 
only be obtained by nation-wide averages 
combined with the experience of the 
state or locality. 


Spread of Risks Lacking 


“Some of the larger stock fire insur- 
ance companies have billions of dollars 
at risk and insure property not only in 
the United States but abroad. Notwith- 
standing their size and stability, their ca- 
pacity to carry large risk with safety, or- 
dinary underwriting prudence would pro- 
hibit these companies from accepting and 
carrying, individually, without reinsur- 
ance, all of the state or municipal prop- 
erty. Few companies would care to carry 
even the insurance on one of the smaller 
buildings without sharing the risk 
through reinsurance with other compan- 
ies. 

“The interests of economy are met to 
the satisfaction of both state and com- 
munity when extravagance is avoided and 
the municipality secures from private in- 
dustry those commodities and services it 
requires at the lowest price the market 
offers for the quality considered and at 
prices to which existing statutes entitle 
the state and city. 

“A responsible state or municipal ad- 
ministration may build up, if no losses 
occur, a large insurance fund which is 
unprotected, and this sum of money may 
be misused by a succeeding administra- 
tion not so responsible. The tax-paying 
citizen is afforded no assurance either 


that the insurance tax levy shall be used 
only to pay losses or that the fund will 
be. sufficient to pay losses. If the fund 
is not sufficient the taxpayer is also left 
unprotected against additional and_ in- 
creased tax levies. Not only is he sub- 
ject to assessment for the erection of 
necessary public buildings, but under the 
governmental insurance fund plan he is 
subject to a second assessment to re- 
build the same buildings in the event of 
loss. 


No Evidence of Superior Results From 
State or City Funds 


“Taxpayers naturally feel that they are 
entitled to the same protection in the 
public administration of jointly owned 
property as they insist upon in conduct- 
ing their own affairs and they do not 
want the state or municipal administra- 
tion to exceed the debt limit or the tax 
limit to replace property already owned. 

“Consideration should also be given to 
the very important question of desiccat- 
ing individual enterprise which furnishes 
employment to an army of people of 
both sexes and provides great sums as 
revenue for the support of government 
in the field where government must 
function. 

“To those who believe that the gov- 
ernment which governs best is the gov- 
ernment which governs least, and that 
the limit of state or municipal duties is 
unduly enlarged by trading in such direc- 
tions as these, the various experiments 
mentioned in this pamphlet is conclusive 
evidence that government effort in the 
field of insurance is not likely to produce 
results superior to those which have 
made commercial insurance the most 
successful business of the age.” 





Fire Risk Limited by 


Terms of Transit Policy 

In an action by Otto Rieske against 
the Alliance of Philadelphia on a trans- 
portation policy, the New York Appellate 
Division reversed a judgment for the 
plaintiff and dismissed the complaint for 
the following reason: 

The policy, the court said, was a trans- 
portation policy and not a general fire 
policy. It was an essential condition of 
liability that the patterns insured against 
the risk of fire should be “in course of 
transit.” As the patterns were not in 
course of transit when the fire occurred, 
no liability under the policy attached. 
While a rider extended the risk so as to 
include loss by fire even if on the prem- 
ises of the insured, it in no way obviated 
the limitation of the risk to occasions 
when the patterns were in “due course 
of transit.” 





COAST FIRM TO CONTINUE 

That the pioneer firm of Balfour, 
Guthrie & Co., Ltd., of San Francisco, 
will continue in the fire insurance busi- 
ness on the Pacific Coast with the com- 
panies which the department has repre- 
sented for many years, was the an- 
nouncement last week of Balfour, Guth- 
rie & Co. The fire insurance depart- 
ment will continue as Pacific Coast gen- 
eral agents for the Caledonian, Union of 
Canton, Tokio and the Standard of New 
York. Ralph Thornton has been named 
manager of the Balfour, Guthrie fire in- 
surance department, with George Jardin~, 
veteran of twenty-five years in the gen- 
eral agency’s service, as assistant man- 
ager. 





ORDERS 7%% ON I.U.B. RISKS 


Insurance Commissioner Dan C. 
Boney of North Carolina has written the 
North Carolina Association of Insurance 
Agents that companies niust pay 744% 
commission on Interstate .Underwriters 
Board business, instead of the customary 
5%. The agents are expected to keep 
on file a record of the broker through 
whom this business is received. 
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FRENCH COMPANY ENTERS JU. gs, 





French Union & Universal to Do Only 
Fire Reinsurance Here Through 
Fester, Fothergill & Hartung 
The French Union & Universal Insur- 
ance Co. of France is entering this coun- 
try through the management of Fester 
Fothergill & Hartung of New York and 
will confine its activities here to fire re- 
insurance on a treaty basis. The com- 
pany starts its operations with a syr- 
plus of $540,000. It was licensed by the 
New York Insurance Department on Sep- 
tember 15 and will enter other states so 
as to do a reinsurance business on a 

country-wide scale. 

Organized in 1899 with a capital of 
2,000,000 francs the French Union & 
Universal increased its capital later to 
3,000,000 francs. The present capital is 
5,000,00 francs. R. Sibilat, who founded 
the company, is general manager now. In 
France the company has a high reputa- 
tion and writes all lines, except life, 
both direct and reinsurance. The head 
office balance sheet shows total assets 
of 59,680,211 francs. 





Speculate on Possible 
Change in Mich. Dep’t 


Nomination of Arthur J. Lacy, Detroit 
attorney, over Governor William A. 
Comstock in the Democratic gubernato- 
rial primary in Michigan is seen by many 
observers as likely to bring eventual 
changes in the insurance department. 

Lacy, if elected, might invite Commis- 
sioner Charles E. Gauss to continue as 
head of the department as he promised, 
in pre-primary statements, to retain ef- 
ficient Democratic office-holders. The 
present commissioner qualifies as an ef- 
ficient executive and he is one of the 
best-liked members of Governor Com- 
stock’s official family. The commissioner, 
however, has been a close friend for 
years of the outgoing governor and he 
might not see fit to remain in a depart- 
mental position under any other Demo- 
cratic governor. He has made no com- 
ment on the election results as yet. 

He had declared, before election, that 
he would like another term in order to 
carry out some projects he has started 
in the department. He was practically 
drafted by Governor Comstock to head 
the department although he had had no 
previous insurance experience and there 
were scores of applicants for the job. 


C. of C. Issues Bulletin 


On Fire Prevention Week 


The insurance department of the 
Chamber of Commerce of the United 
States has issued a comprehensive fire 
prevention bulletin for the guidance of 
various organizations which wish to co- 
operate in the observance of Fire Pre- 
vention Week, October 7-13. The sug- 
gested programs embrace school activi- 
ties, the fire department, publicity, dem- 
onstrations, public addresses and other 
means of carrying home to the public the 
message of fire prevention. There is also 
enclosed a self-inspection blank for mer- 
cantile establishments. 


PLAN AGENTS’ SALES CONGRESS 

The Louisville (Ky.) Board of Fire 
Underwriters will sponsor an insurance 
sales congress to be held some sometime 
in October or November, the dates not 
having been set as yet. The board at a 
recent meeting authorized the president 
to name a committee to work out the 
plans. The Kentucky Fire Underwriters 
Association or field club has endorsed 
the program and offered full co-opera- 
tion when the idea was brought before 
it by Paul Wilson of the Phoenix of 
Hartford at the suggestion of C. 
Swope, president of the board. The Ken- 
tucky Association of Insurance Agents 
will also be asked to co-operate and many 
of its members will probably attend the 
sales conference. Arrangements will be 
made to secure a number of outstanding 
speakers. Solicitors and office employes 
of agencies will be invited to attend. 
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Phoenix of Hartford Answers 
Questions Perplexing Agents 


How to Insure a Pipe Organ in a Residence; Rent Insur- 
ance and Use and Occupancy Problems 
of General Interest 


Several interesting questions submitted der the laws of our state, the former own- 
agents are answered by the @ér has two years in which to redeem it by 
Phoenix of Hartford in the current issue paying the back taxes plus a pe nalty? 
rhe Phoenix, the company’s own pub- Answer: An endorsement reading about 
oF one SRS, ve ; as follows would seem to answer the pur- 
lication. These questions cover insur- pose: 
ance of a pipe organ, use and occupancy ’ “Notice is accepted that the property 
and rent coverage and other matters and insured hereunder has been sold to 
in satisfaction of a tax lien. 
“Pending expiration of legal period for 
Question: An assured has installed a redemption, loss, if any, hereunder shall 
pipe organ in his residence and we would be payable jointly to and to * 
like to have your interpretation as to as their respective interests may appear. 


thether this organ is covered under the 
vit 
household furniture item which specifical- U. & O. and Rent Insurance 


ly mentions musical instruments. Question: It is a lot to ask. of a busy 
Answer: We think it would depend man, but I wonder whether some of these 
largely on whether the organ is a portable days when time does not press too hard 
device or is a fixture to the building. We on you (are there such days?) you could 
should say that a small organ capable of sketch brief replies to the questions for 
being moved about would properly be con- which I would like to supply answers. 
sidered as coming under the household These questions are: 
goods item, but pipe organs are custom- 1. Owner occupies entire premises, car- 
arily installed as fixtures to the building. ries U. & O., why does he not need rent 
There would be no difficulty in including — jysyrance? 
this particular organ under the household 2. Tenant requived be his lease to com 
goods item if the assured so desires, but deme 4 : a ioe Recanintabinive 
in order that there may be no misunder- re b pay rent during ees y. 
standing on that score, the safest course re about OnE ENCES 
would be to make an endorsement to the 3. Tenant occupies premises. Rent 
policy to the effect that it is understood ¢e@ses on untenantability. How about rent 
and agreed that the pipe organ is included surance? 
under the household goods item. 4. Owner or general lessee occupies 
Question: How should property be in- part of premises, leases the remainder. 
‘sured in the instance where it has been !Vhat does he need and why? 
sold by the city for taxes, and where, un- Answer: In answering we shall con- 


by local 





are as follows: 
























































OF HARTFORD, CONN. 
F. D. LAYTON, President s. T. a Vice-President 
Statement December 31, 1933, to New York I p 
Sliniaael Gaide.S  ccc bos eae edt ee ce $39,924,452.58 
LIABILITIES 

iE nn otic nis a REE OO CWTET Oe ee ee $ 5,000,000.00 : 

a: Geer SD, tebe eet ne ceceegerve ses e@s ... 14,302,959.18 

I a he inca bao 4 Oe cad SiRSe ate OPI PAD ACA Wie egeleaie 1,984,950.21 

Reserve for Taxes and Other OE SE ee spac bel aier eta auiie satel dee 1,049,490.04 

I ae Ns Le ny glee a-wuad bales wee aaa 250,000.00 

Reserve for Contingencies (Special) ass Se ole She a Se me yar 

Reserve for Contingencies (General) oe Geena ae 1,700,000.00 

Net Surplus (Based on December 31, 1933, ee ee 11 *867, 764.77 
$39,924,452.58 

Surplus Available for Protection of Policyholders....................... $16,867,764.77 











fine our remarks to the four questions to pay, and if the earnings from his busi- 
propounded, and if you desire to discuss ness are not sufficient he cannot obtain 
the subject in greater detail please ad- U. & O. insurance to cover it. On the 
vise accordingly. other hand, if the tenant is earning his 
fixed expense the rents could be covered 
under a U. & O. policy, but even in this 
case it would be better to exclude rent 
from the U. & O. coverage and carry a 
_ Answer: Assume the assured’s earn- separate rents policy. 
ings are sufficient to pay all fixed ex- 3. Question: Tenant occupies premises. 
pense and return a net profit. If he does Rent ceases on wuntenantability. How 
not charge himself rent, his net profits gbout rent insurance? 
will ae ys to the eee of the Answer: Obviously, the tenant is not 
vente value of the property and recovery ontitled to rent insurance. Furthermore, 
will be obtained under the net profits item th ‘od t iota Ged & ‘ 
of his U. & O. policy. If he charges him- © TERS 16 BOT S COMERS Bnee expense 
: ° ; . and cannot be included in the U. & O. 
self rent his recovery will come under the ~* | 
fixed expense item of his U. & O. policy. bi ea f 

Theoretically, rental value insurance 4. Question: Owner or general lessee 
might be considered applicable when the occupies part of premises, leases the re- 
assured’s business is not earning even its mainder. What does he need and why? 
fixed charges and there is no U. & O. Answer: The owner or general lessee 
value. However, rents insurance under should carry rent insurance (or possibly 
such conditions would be unattractive leasehold interest if there is a substantial 
from an underwriting viewpoint. profit to him in sub-leasing) on that part 
of the premises sub-leased. He should 
carry U. & O. on his own business which 
is conducted in that part of the premises 
he occupies. The rent from sub-leased 

Answer: The tenant should carry rent portions is not part of the income earned 
insurance. Rent under this lease is an through operation of the assured’s busi- 
expense which the tenant must continue ness. 


1. Question: Owner occupies entire 
premises, carries U. & O., why does he 
not need rent insurance? 


2. Question: Tenant required by his 
lease to continue to pay rent during un- 
tenantability. How about rent insurance? 
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Retaliatory Move Hits 
Philadelphia Agents 


SOME LIVE IN NEW JERSEY 
Pennsylvania Department Rules That 
Agents Must Be Residents of State; 
Follows Move of New Jersey 








Next week may see the breaking up of 
the partnerships of a number of large 
Philadelphia them 
among the oldest in the city, as a result 
of the “war” between Pennsylvania and 
New Jersey. The offices affected are 
Wagner-Taylor Co. Snowden & Co., 
Tifft, Layer & Co., Hoskin & Howell and 
Robert M. Coyle. 

New Jersey’s resident agents’ law con- 


agencies, some of 


tains a mandatory provision that none 
but residents of the state be licensed as 
The state has refused 
Pennsylvania 


insurance agents. 
to relicense residents of 
who have been doing business in New 
Jersey. 

As a result of this refusal the Insur- 
ance Department of Pennsylvania has 
put into effect a retaliatory measure, and 
under date of August 15 announced that 
hereafter residents of New Jersey, Dela- 
ware, Ohio and West Virginia cannot be 
fire or casualty insurance 
agents of Pennsylvania. The department 
also announced that in the case of firms 
or corporations, every member must be 
a resident of Pennsylvania or the firm 
cannot secure a license. 

No action regarding life insurance 
agents has been taken at this time. There 
are 145,000 licensed agents in Pennsyl- 
vania. Until recently all licenses expired 
on March 31. However, to avoid the 
rush of work, a change was made where- 
by fire licenses expired September 30, 
casualty licenses on October 31 and life 
licenses on March 31. 


licensed as 


Pa. Dept. Has Been Lenient 


The Pennsylvania Department said 
that it has always taken a lenient stand 
and has always tried to work together 
with border states. However, in this case 
only New York and Maryland were will- 
ing to work together with Pennsylvania 
and issue agents’ licenses to residents of 
the Keystone State. The other states, 
particularly New Jersey, remain firm in 
their decision to license only their own 
residents, and Pennsylvania is forced to 
take this retaliatory action in protection 
of the rights of its own citizens. 

Pennsylvania has had a resident agents’ 
law on its books since 1921, but this law 
was never enforced. In 1929 the Insur- 
ance Federation of Pennsylvania led the 
fight which resulted in this law being 
amended to read that to be licensed as 
insurance agents in Pennsylvania one 
must either be a resident of the state or 
else have his principal place of business 
in Pennsylvania. The Federation also 
prevented enforcing this law in 1932 and 
1933. 

The action of the Pennsylvania De- 
partment, while affecting all border line 
cities, is not expected to have any serious 
effect except in Philadelphia and _ possi- 
bly Easton. The Philadelphia situation 
is particularly acute as two of the agen- 
cies affected are two of the oldest in 
the city. Some of the firm members have 
been making their homes in New Jersey 
for years although they have confined 
their business activities to this city. 

The five Philadelphia offices affected 
do not as yet know what action they will 
take in the matter. They have their at- 
torneys checking over the situation, and 
it is possible that they will do nothing 
until the deadline, which will be this Sat- 
urday, in the hope that New Jersey may 
give in and the situation clear up. 

They are not blaming the Insurance 
Department for its action, believing that 
the retaliatory act was necessary in view 
of the steps taken by New Jersey. 
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CALLS AGENT KEY MAN 





Fire Company Executive Says Agents 
Are Best Qualified to Make Fire 
Prevention Work Effective 
That the responsibility for fire waste 
is squarely up to the fire insurance men 
in each community is the opinion of 
Chris D. Sheffe, assistant United States 
manager of the London Assurance and 
the Union Fire, Accident & General and 
vice-president of the Manhattan Fire & 
Marine. In a letter to all agents of 
these companies he said that agents and 
brokers are the largest group of men in 
each community who are_ technically 
equipped to help advance this perennial, 

humanitarian cause. 

Enclosed with the letter were the four 
inspection blanks issued by the National 
Board of Fire Underwriters designed to 
uncover fire hazards in the home, the 
store, the industrial plant, and in schools. 
“In our opinion,” Mr. Scheffe said, “wide- 
spread use of these forms will do more 
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for the spread of fire prevention than 
any other activity.” The school inspec- 
tion blank was completed just last month 
through the co-operation of the National 
Board of Fire Underwriters and the Na- 
tional Association of Public School 
Business Officials. 

The companies also offered free cop- 
ies of their booklet “Fire Prevention and 
the Insurance Agent” that tells ways in 
which agents and brokers can help in 
the movement and lists organizations 
from which help can be expected. “If 
you would like information,” the letter 
continued, “about available advertise- 
ments, short talks, posters, stickers, sup- 
plies of these inspection blanks and vari- 
ous other valuable fire prevention ideas, 
write the National Board of Fire Under- 
writers, 85 John Street, New York, for 
a free copy of the 1934 Fire Prevention 
issue of “Safeguarding America Against 
Fire.” 

Fire Prevention Week, the anniversary 
of the great Chicago fire, is October 7-13. 





Financial Statement 
ASSETS 


*Bonds and Stocks, 
valued as requir- 
ed by New York 
State Insurance 


Department . . . $66,361,138.36 


First Mortgage 
Loans on Real 


CN eae 27,575.00 
Accrued Interest. . 341,156.95 
Real Estate, Phila- 

delphia and New 

York City..... 5,642,551.03 
RR 4,760,626.35 
Premiums in 

Course of Col- 

ee ee 3,789,553.11 
Bills Receivable 

for Premiums. . 39,915.49 
Reinsurance Claims 

on Paid Losses. 106,448.97 

$8 1,068 ,965.26 


would be $69,908,662.65. 





INSURANCE COMPANY OF NORTH AMERICA 
PHILADELPHIA 


*If actual market values as of June 30, 1934, were used in valuing all 
stocks and bonds held by the Company at that date the total value thereof 
In such case the total admitted assets would show as 
$84,616,489.55 and the surplus to policyholders as $54,714,997.83. 


... June 30, 1934 


LIABILITIES 
Reserve for Unpaid 
eee $ 5,835,657.00 
Reserve for Un- 
earned Premiums 20,203,382.00 
Deposits Reclaim- 
able on Perpetual 
ee 880,851.57 
Reserve for Taxes 
and Other Ex- 
eee . 1,484,415.49 
Unearned Reinsur- 
ance in Non-Ad- 
mitted Companies 145,274.00 
Reinsurance Recov- 
erablein Non-Ad- 
mitted Companies 151,911.66 
Dividend Payable 
July 16, 1934... 1,200,000.00 
SEE ccccvawas . 12,000,000.00 
ere re 39, 167,473.54 
$8 1,068,965.26 
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ROOSEVELT PROCLAMATION 








President Fixes Week of October 7 a, 
Fire Prevention Week; Needless 
Waste Must be Curbed 
By proclamation President Franklin ), 
Roosevelt has fixed the week of October 
7 as Fire Prevention Week. His proela- 

mation follows: 

“Disastrous fires destroy each year 
property of many kinds to a total greater 
than the whole value of all property in 
the nation in the days of our forefathers, 
This loss seriously offsets our normal 
gain in the national assets. 

“It is the simple obligation of every 
citizen to realize, knowing this, that 4 
large proportion of these fires can be 
prevented by the exercise of proper care 
and by the use of appropriate fire pre- 
vention measures. 

“T call special attention to the unfor- 
tunate fact that a very large percentage 
of fires in every part of the nation js 
caused by acts of individual carelessness 
and that millions of dollars’ worth of 
property could be preserved each year 
by the realization on the part of the in- 
dividual of his or her responsibility to the 
community. 

“Now, therefore, I, Franklin D. Roose- 
velt, President of the United States of 
America, do hereby proclaim and desig- 
nate the week beginning October 7, 1934, 
as Fire Prevention Week, and I particu- 
larly urge State and municipal officials, 
civic and commercial organizations, 
school authorities, the clergy and the 
press to emphasize the danger of and 
needless waste caused by fire and to en- 
courage the study of ways and means 
whereby fire hazards and disastrous con- 
sequences of fire may be prevented as 
far as possible.” 





Digest of Fire Policies 
By Nelson D. Sterling 


Nelson D. Sterling of the National 
Union Fire, Pittsburgh, has issued an 
excellent digest of the standard fire poli- 
cies used in New York, Pennsylvania, 
Virginia, West Virginia, North Caro- 
lina, Arizona, Colorado, New Mexico, 
South Carolina, Wisconsin and Wyom- 
ing for the use of local agents, lawyers, 
real estate operators, mortgage compa- 
nies and banks. A break-down of the 
standard mortgagee clauses is of special 
interest to lending organizations. This 
digest forms a fine text book for ready 
reference. 

Mr. Sterling is a veteran of many 
years’ experience in insurance. For a 
long while he was vice-president of the 
Fidelity & Casualty in charge of plate 
glass operations and later he acted as 
vice-president of the Constitution Indem- 
nity. 





CHARLES F. MILLER DIES 

Charles F. Miller of Rochester, former 
secretary-treasurer of the New York 
State Association of Local Agents and 
long active in the Rochester local board, 
died there recently. He had conducted 
a local agency in Rochester for thirty 
years. Among the pallbearers at the fu- 
neral were a number of prominent local 
agents including Follett L. Greeno and 
Gilbert T. Amsden of Rochester and 
Albert Dodge and J. W. Rose of Buffalo. 
Mr. Greeno is now president of the New 
York Association. For years Mr. Miller 
was a familiar figure at state conven- 
tions and he numbered friends among 
local agents by the hundreds. He is sur- 
vived by his widow and a daughter, 
Ruth. 





FINE REPORT OF EAGLE, STAR 

The Eagle, Star & British Dominions 
shows an excellent gain in net surplus 
in its financial statement as of June 30. 
Admitted assets on that date were $5,- 
858,791, a gain of about $120,000 in six 
months. The unearned premium reserve 
increased about $50,000 to $1,903,580, and 
the surplus to policyholders was $2,924.- 
559, a gain of $441,000 since December 31 
last. The surplus practically equals the 
total liabilities of the United States 
branch. 
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MARINE & AUTOMOBILE 





Gold, War, Fire Risks 
Discussed at London 


MARINE UNION NOW MEETING 


168 Ships Suffered from Small Fires 
During First Six Months of this 
Year; Plenary Session Today 


One of the leading topics of discus- 
sion at the annual meeting this week in 
London of the International Union of 
Marine Insurance is the matter of gold 
insurance. The conference opened Mon- 
day with committee meetings and will 
conclude today or tomorrow with gen- 
eral sessions. 

In February it is said that £9,000,000 of 
bullion was shipped in a single vessel 
and many underwriters fear thése enor- 
mous shipments may be resumed at any 
time. There is a strong feeling that 
more adequate insurance cover is needed 
and the conference is expected to pass 
a series of recommendations to ease the 
strain in the future. 

War Risks 

War risks form another major subject 
confronting the delegates, who have 
come from all leading maritime countries 
in Europe. A strong body of opinion 
favors reforming the whole system of 
war risk insurance so underwriters may 
be protected against enormous liability 
if war breaks out suddenly. 

While fire at sea is not on the agenda, 
the subject is likely to come up at the 
plenary meeting today as a result of the 
Morro Castle disaster. The annual re- 
port to be presented today recalls that 
168 ships with a total tonnage of 661,769 
suffered from small fires during the first 
six months of 1934. Written before the 
Morro Castle disaster, the report de- 
clares the number of fires was serious 
enough “to impel us to do everything 
possible to bring about a reduction in 
their number.” 


AUTO THEFT CASE DECISION 





Court Passes on Question Whether In- 
sured Had Voluntarily Parted with 
Possession of Car 

In an action by J. T. Shelton against 
the National Fire on a theft policy ex- 
cepting by any person or persons in in- 
sured’s service or employment or anyone 
to whom insured voluntarily parts with 
title and possession whether or not in- 
duced by any fraudulent scheme, trick, 
device or false pretense, the West Vir- 
ginia Supreme Court of Appeals holds 
that a person to whom the insured de- 
livered the automobile to be washed at 
such person’s wash rack and returned 
was not in the insured’s service or em- 
ployment within the exception of the pol- 
icy. But recovery on the policy was 
denied on another ground. 

After washing the car the person to 
whom it was entrusted started to drive 
it two miles for the alleged purpose of 
getting wax to polish it. On the way 
he had a collision with another auto- 
mobile and was last heard of at his for- 
mer residence in Alabama. This action 
was then brought on the theory he had 
Stolen the car and the court of common 
pleas entered judgment for the damage. 
The Court of Appeals reversed this judg- 
ment and granted a new trial, holding 
that the insured had voluntarily parted 
with possession of the car within the 
exception of the policy. 





AGENTS’ AND BROKERS’ TESTS 

_ Three applicants for insurance agents’ 
licenses passed the New York Insurance 
‘epartment qualifications tests at Albany 
recently and nine failed to pass. Two 
candidates for brokers’ licenses sat for 
examinations at Poughkeepsie, one pass- 
ing and the other failing. 





JOINS FIREMAN’S FUND 


Gilbert A. Dietrich Becomes Manager of 
New York Metropolitan Auto- 
mobile Division 
Gilbert A. Dietrich has become man- 
ager of the New York metropolitan auto- 
mobile division of the Fireman’s Fund, 
succeeding Alfred A. Muller who was ad- 
vanced to the post of general agent in 
charge of automobile operations at the 
Boston office. Mr. Dietrich will also act 
as special automobile representative in 

the Middle States territory. 

For several years Mr. Dietrich has 
been in charge of automobile fire and 
theft business at the New York office of 
the Insurance Company of North Amer- 
ica. Prior to that he served in the field 
in New Jersey and in western New York 
State. He is well acquainted with New 
York City and the suburban territory and 
his field experience brought into contact 
with agents outside this immediate area. 
Mr. Dietrich’s headquarters are at 116 
John Street, New York. 





Many Big Fire Losses on 
Ships in Recent Years 


The destruction of the Morro Castle 
by fire brings forcibly to mind the fact 
that within the last few years some of 
the principal marine fires have been re- 
sponsible for losses or damages amount- 
ing to more than $35,000.000, the cases 
including the following: Europe (while 
under construction), $4,000,000; Paris, 
$375,000; City of Honolulu, $1,750,000; 
Bermuda (twice burned in 1927) $6,680,- 
000; Segovia, $4,500.000; Georges Philip- 
par, $6,250,000; Pieter Corneliszoon 
Hooft, $3,350,000; and |’Atlantique, ap- 
proximately $9,000,000. 

The loss of the Georges Philippar off 
Cape Guardafui in May, 1932, was ac- 
companied by serious loss of life. The 
largest of the vessels was 1|’Atlantique, of 
42,500 tons gross, which was seriously 
damaged by fire while proceeding from 
St. Nazaire to Le Havre early last year 
with only the crew aboard. 


BIG FALL IN MARINE LOSSES 

Returns prepared by the Liverpool 
Underwriters’ Association show that two 
vessels, of 1,852 tons gross, were posted 
in the Loss Book as “Lost” during July. 
These figures compared with seven ves- 
sels, of 30,137 tons gross, so posted in 
July, 1933, and with 10 vessels, of 26,519 
tons gross, in July, 1932. 

The total number of marine casualties 
posted in the Loss Book during July last 
was 280, compared with 321 in July, 1933. 
The corresponding figure for July, 1932, 
was 286, and for July, 1931, it was 392. 
Only vessels of 500 tons gross and up- 
wards are included in these returns. 











Says Salvage Claims Are 
Insured by Marine Co.’s 


Writing to the editors of every daily 
newspaper in New York City, Louis J. 
Rice of Hagedorn & Co., president of 
the Insurance Brokers’ Association of 
New York, Inc., has called attention to 


false and misleading statements that 
have appeared in newspapers in this 
country since the Morro Castle dis- 
aster. 


According to Mr. Rice, it has been in- 
timated that the captain of the Morro 
Castle delayed sending for help because 
he did not want to involve his company 
in salvage claims. Mr. Rice branded this 
statement as misleading to the public 
and pointed out that wherever a com- 
pany had adequate hull insurance such as 
would be arranged by a competent bro- 
ker, insurance companies would pay such 
claims without question. The “standard 


marine hull policy” provides for payment 
of salvage claims. 

It is unfair to the insurance business 
and to the captain of the Morro Castle 
to intimate that any such motive de- 
terred him from saving human life, says 
Mr. Rice. 


SAVES BURNING SHIP AT SEA 

A few weeks ago The Eastern Under- 
writer published a short article by Joseph 
Kasas, special agent in New Jersey for 
the National Union Fire, on the effi- 
ciency of the Canal Zone fire depart- 
ment, which he visited on a recent trip 
to Central America. Recently news- 
papers carried a story of how Canal 
Zone firemen sped fifty miles into the 
Pacific Ocean to fight a blaze on the 
Grace liner Santa Rita while the pas- 
sengers slept. A flood of carbon dioxide 
gas helped to check the fire. The Canal 
Zone boat carried seventy tons of chem- 
icals on its fast trip to the burning ship. 





Autumn Drive for Automobile 
Premiums Should Be Profitable 


Even at this time of the year the de- 
velopment of automobile insurance is 
profitable to local agents as the sale of 
cars is stimulated by the appearance of 
new models. The Boston and Old Col- 
ony insurance companies urge agents to 
follow the automobile salesman’s leads 
and get their share of the Fall busi- 
ness. In the current issue of The Ac- 
celerator these companies say: 

Price and design that make old cars 
look still older are not the real reasons 
why automobile sales will take a smart 
up-swing. People are going to buy new 
cars because they need them. The bis: 
proportion of sales will be “replacement” 
sales. And if the experience so far this 
year means anything, cash sales will be 
high. 

Further reports say that motor car 
salesmen who have had their lean years 
are not marking time waiting for the un- 
veiling of the new cars. Nor are they 
depending on that event to bring the 
their 


necessary buyers. to particular 
showroom. Right this minute they are 
doing their preliminary sales work so 


that no opportunity will be overlooked. 
They are going over their old owner 
lists, making up new lists of those old car 
owners who are logical prospects, making 
up special lists of those living on the 
same block with new car purchasers. 
They are doing everything possible to 
line up future car buyers and make them 
think of their particular car. 
The Prospect List 
The wise local agent will follow their 
lead. If you are he, your first considera- 
tion is your prospect list. When mak- 
ing it up, select your prospects instead 
of considering every car owner a pros- 
pect. The only names you want on your 
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list are those who can afford to pay for 
insurance. They are good credit risks. 
You haven’t the time to waste on any 
others. : 

We have data to show that 70% of the 
average agency’s growth comes from old 
customers through the sale of new insur- 
ance. We also have figures to prove that 
cld customers have a pleasant habit of 
recommending their insurance man to 
their friends. Therefore, consider your 
customer list before making up your 
automobile insurance prospect list. Start 
your list with the names of customers 
who place their automobile insurance 
elsewhere or who canceled the insurance 
on their cars through necessity and are 
now in a position to replace it. Add to 
these the names of automobile insurance 
policyholders who are not carrying as 
much insurance as they should have. 

Next make systematic calls on every 
one of your customers and ask them to 
give you the names of their friends whom 
they think would make good prospects. 
They are sure to know people who are 
talking about or are going to buy new 
cars. Perhaps they will arrange appoint- 
ments. If this is possible, assure your old 
customers that you will not embarrass 
them by high-pressuring their friends— 
that all you will do is to lay all your 
cards on the table and let the prospect 
decide. Don’t hesitate to ask your old 
customers to do this for you. They will 
be glad to do it. Use letters and folders 
to build up your customers’ opinion of 
you. Not bragging letters, but letters 
with facts about insurance and your 
service. Remember it is human nature 
to think what one has is best. Auto- 
mobile salesmen know this and furnish 
owners of their cars with facts that help 
the owners prove their point. The wise 
local agent will likewise furnish his auto- 
mobile insurance policyholders with facts 
that keep them sold—facts that will en- 
able them to prove to their friends that 
their agent is the best automobile in- 
surance man in town. 

When you call on customers who are 
car owners but not carrying insurance, 
make a sincere effort to insure the pres- 
ent car. If you do, it’s a sure thing that 
you will write the insurance on the new 
car. Show him the importance of insur- 
ance. Prove to him that economy in 
automobile insurance is dangerous. Urge 
him to save on other things if he must 
but not on dependable insurance writ- 
ten in strong companies. Show him that 
if his uninsured present car is burned 
or stolen, he will have nothing to trade 
in. If he injures someone or damages 
property and is not carrying insurance, 
the chances of buying a new car fade. 
Never lose sight of the fact that every 
old car owner looks forward to the day 
when he can drive up to his house in 
a glistening new car of his favorite make. 
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CASUALTY AND SURETY 








Social Insurance In Limelight At 
Industrial Accident Board Meeting 


Recommendations to Improve Administration of Compensa- 
tion Laws Considered as Well as Effect of N.R.A. Codes; 


Secretary Frances Perkins Honor Guest Speaker 
By Richard Fondiller, New York City 


In one of the most important conven- 
tions in its history the International As- 
Accident Boards 


sociation of Industrial 


and Commissions in five-day session at 
this 
the growing demand for unemployment 
old featured in the 


address of Secretary of Labor Frances 


Boston week gave recognition to 


and age insurance 


Perkins, and tackled a formidable array 
of industrial accident problems with a 
determination that made their solution 
much nearer fulfillment. In addition to 
Secretary Perkins the honor guests of 
the occasion included Governor Joseph 
B. Ely of Massachusetts, Senator David 
I. Waish and Congressman Joseph W. 
Martin, Jr., both from Massachusetts. 
The Hotel Statler was convention head- 
quarters; the host, Joseph A. Parks, 
chairman, department of industrial acci- 
dents of Massachusetts, who is president 
of the association and presided at several 
of the sessions. Entertainment included 
motor trips in and around historic Bos- 
ton, the beautiful North Shore coast, 
Plymouth, and the South Shore. 

Observing his twenty-third year of 
membership on an industrial accident 
board Chairman Parks came in for praise 
for his good work as the oldest com- 
missioner in point of service on any 
board of commission administering the 
workmen’s compensation laws. Other 
veterans are Stanley Wilcox of Wiscon- 
sin and George Kingston of Toronto. 
Tribute was appropriately paid to the 
memory of the late Frederick M. Wil- 
liams, who was the energetic chairman of 
the Connecticut industrial accident com- 
mission and who passed away during the 
past year. Represented at the conven- 
tion were more than 100 men and women 
from forty-four states, from Canada and 
from Puerta Rico. 


Rehabilitation of Injured Workmen 


Outstanding in Chairman Parks’ presi- 
dential address were his recommenda- 
tions to improve workmen’s compensa- 
tion laws among them being that a uni- 
form law be passed by the various states 
which have a limit to medical attention, 
providing that full medical attention be 
given all injured workmen. He frowned 
on the physical examination and weed- 
ing out practice adopted by some em- 
ployers, saying that in so doing work- 
men are often done a serious injustice. 

Rehabilitation of injured workmen in- 
stead of having them thrown on the in- 
dustrial junk heap was brought up by 
Mr. Parks as one of the great problems 
of the various states. He thought the 
real stumbling block to such rehabilita- 
tion is the employer and he said: 

“It is my firm belief, after the years I 
have spent in this work, that industry 
should absorb all its injured workmen if 
they are able to do anything at all fol- 
lowing their injury. There is no more 
inhuman thing than for an employer, 
who is responsible for the crippling of 
an injured workman, to refuse to re- 
employ him because he has lost an eye 
or a finger or has been maimed in some 
way. They are beginning to be examined 
when they apply for work. If they find 
any physical disability whatever they re- 
fuse to employ them even though they 


are responsible for his crippled condi- 
tion. 

“To my mind, apart from the human 
aspects of this subject, it is false econ- 
omy for the employer to adopt the atti- 
tude which he has in the treatment of 
injured workmen. It has been my ex- 
perience that an injured workman, even 
though he has been badly crippled—los- 
ing a hand or an eye, or having a 
crushed and disabled hand, or losing a 
leg—if given the opportunity he can per- 
form as good service as he ever did be- 
fore. I could tell you of many instances 
in the early days of the act, taking my 
mind back twenty years, when employers 
did not have this foolish attitude, when 
men were not discriminated against on 
account of their injuries. 

“Another evil that has cropped up,” 
said the speaker, “for which the com- 
pensation act is being blamed, is the dis- 
charge of men who are becoming ad- 
vanced in years. This is being done in 
the interests of economy and yet we find 
leading industrialists who have made a 
study of this subject who will tell you 
that men from 45 years of age and up 
are more reliable and do more and better 
work than the young men between 20 
and 40. I know from experience in go- 
ing over our accident reports from year 
to year that the greatest percentage of 
tabulatable injuries are in men between 
20 and 44. The percentage of injuries 
lessens in the later ages. So that this 
is another false economy step which the 
ill-advised employers have taken.” 
Wants Compensation Act Solely 

Compulsory 


Mr. Parks also recommended that 
steps should be taken to make the com- 
pensation act all over the United States 
solely compulsory, covering all employes 
who work for a living. He thought this 
compulsory feature to be the only rem- 
edy for self-insurance schemes which 
have been adopted by some employers 
outside of the act even though their com- 
mon law defenses are removed by so 

(Continued on Page 33) 
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TOWNER DINNER OCT. 8 





Committee of Five Surety Executives 
Arranging Affair at Waldorf; Rep- 
resentative Gathering Expected 

So as to commemorate the twenty-fifth 
anniversary of the Towner Rating Bu- 
reau in fitting fashion a committee of 
surety executives has been formed to 
make arrangements for a dinner to be 
given in honor of Rutherford H. Towner, 
Monday, October 8 at the Hotel Wal- 
dorf-Astoria. This committee consists 
of Richard Deming, vice-president of the 
American Surety; M. A. Craig, vice- 
president, Globe Indemnity; John A. 
Griffin, general vice-president, Fidelity & 
Deposit; E. C. Lunt, vice-president, 
Great American Indemnity, and Alonzo 
Gore Oakley, vice-president, and man- 
ager, U. S. Fidelity & Guaranty. 

Dinner invitations will be sent to ex- 
ecutives of surety companies, and it is 
evident now that a truly representative 
gathering will attend this dinner. Lester 
S. Moore, vice-president, American 
Surety, 100 William Street, New York, 
is acting as secretary of the committee 
and reservations may be made through 
him. 





FONDILLER IN BOSTON 

Richard Fondiller, well known New 
York actuary, attended the convention in 
Boston this week of the International 
Association of Industrial Accident Boards 
and Commissions. Mr. Fondiller has 
been secretary-treasurer of the Casualty 
Actuarial Society for the past fifteen 
years. 





W. F. CASEY ON HIS OWN 
William F. Casey, formerly with the 
Independence Indemnity and for many 
years an able accident and health under- 
writer in the metropolitan New York 
area, is now in business for himself. 
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N. Y. Insurance Post’s 
Big Armistice Ball 


EXPECT ATTENDANCE OF 4,000 





Details of Nov. 9 Party at Hotel Penna, 
Given at Legion Dinner; Proceeds 


To Send Children to Camp 





Much enthusiasm was aroused at the 
American Post No. 
1081 dinner meeting Tuesday night at 
Child’s Golden Hill restaurant, New York, 
in connection with the Armistice Ball to 


be held November 9 at the Hotel Penn- 
sylvania. Tickets widely distributed are 
selling fast and it is confidently expected 
that last year’s record ball attendance of 
3,000 will be easily exceeded. 

A popularity contest again figures 
prominently this year, ten contestants al- 
ready being entered. The lucky girl win- 
ning first prize gets a round trip by boat 
to California for two—all expenses paid. 
Proceeds of the ball will go to welfare 
work among Post members, to the dis- 
abled soldiers at Tupper Lake, N. Y., and 
to send at least fifty children to camp 
next summer. The post’s objective in 
this connection is to send 100 children. 

Commander Eugene Richards presided 
at the meeting. The report of the nomi- 
nating committee submitted included 
Larry Kane for commander; James 
Ward, first vice-commander; Wm. Bon- 
ner, second vice-commander, and Charles 
Morlock as third vice-commander. 

A. A. Klinko’s Vigorous Talk 

A vigorous talk urging 100% post co- 
operation in putting the Armistice Bail 
over was made by A. A. Klinko, chair- 
man, publicity committee, who did good 
work last year on both program adver- 
tising and ball publicity. Mr. Klinko 
emphasized the importance of the power 
of organization in staging an affair of 
this character. His prediction was that 
with the support of all the Armistice 
Ball will be even more successful than 
a year ago. 

One of the guest speakers was Mrs. 
Ida Ashby, prominent in the Legion 
Auxiliary work in New York, with whom 
Post 1081 co-operated this summer in 
sending children to camp at Goshen, N. 
Y. Mrs. Ashby told how much this fine 
job of community service was appreci- 
ated. County and state Legion officials 
were also special guests and expressed 
praise for the unselfish work being done 
by the Insurance Post. 

Entertainment following a well served 
dinner was in charge of Charles Mor- 
lock, Royal Indemnity. The meeting was 
the best attended of the year and aus- 
piciously opened the fall-winter season. 


Legion Insurance 








ST. LOUIS NUPTIALS 
Arthur J. Hunthausen, secretary of the 
Charles L. Crane Agency of St. Louts. 
was married to Miss A. V. Donohue of 
that city on September 11. 
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Industrial Accident Board Meeting 


(Continued from Page 32) 


doing in case of suit brought by the in- 
iyred workman. 

: The desirability of uniformity of laws 
was also touched on by the speaker who 
said he was afraid that “this is the mil- 
lenium which we will never reach.” He 
emphasized: “There is a great disparity 
of benefits in one state compared with 
another and a good many things must 
be considered before you bring about 
uniform benefits. After all, that is a 
question for the legislatures of the vari- 
ous states and not a function of these 
boards as such. It is our job to admin - 
ister the laws as laid down to us by our 
various legislatures. 

“t do feel, however, that we might 
have some common understanding on 
procedure because I find in meeting my 
friends from other states that they want 
to know how we handle the settlement 
of cases. They ask various questions— 
How do you handle your medical and 
hospital problems? These, while per- 
plexing things to some states, are com- 
paratively simple in others, and I think 
we could well pass along to each other 
our methods of handling these various 
perplexing matters. We could even go 
so far as to recommend a uniform mode 
of procedure.” 


Effect of N.R.A. Codes 


One of the big topics before the con- 
vention was the effect of N.R.A. Codes 
on workmen’s compensation administra- 
tion which was discussed (1) from the 
angle of whether the Federal emergency 
relief program places the responsibility 
for compensation on the locality, or 
should the Federal government assume 
this obligation. (2) Are beneficiaries un- 
der the made work or relief program em- 
ployes within the meaning of the work- 
men’s compensation act? If so, em- 
ployes of whom. Both subjects will be 
reviewed more fully in next week’s issue, 
the first by Thomas M. Gregory, chair- 
wan, department of industrial relations 
of Ohio, and the second by Hal. M. 
Stanley, chairman, same department in 
Georgia. 

The American Remarriage Table was 
discussed on the opening day by Swen 
Kjaer, United States Bureau of Labor 
Statistics, who referred to efforts to ob- 
tain statistics on this subject including 
much work done in this behalf by former 
Secretary Ethelbert Stewart whose 
schedules were turned over to the Bu- 
reau of Labor Statistics in 1933 for use 
in developing an American remarriage 
table. But in sorting the schedules— 
11,386 in all—it was found that only 4,795 
contained sufficient data to construct a 
workable table. 


Says Casualty Actuarial Society’s Tables 
Reflect Conditions 


Mr. Kjaer then referred to the A.R.T. 
compiled and published by the Casualty 
Actuarial Society which study was con- 
fined to data reported for the policy 
years 1921 to 1929 inclusive. The com- 
pleted tables, he said, covered 10,699 
cases, more than double the number of 
cases available in the association study. 
After pointing to the inadequacy of the 
Dutch remarriage table. Mr. Kjaer said: 

“The tables published by the Casualty 
Actuarial Society cannot be considered 
entirely satisfactory as the data are 
rather limited, but they probably reflect 


conditions in the United States more 
accurately than the Dutch tables. If 
the actual conditions vary from those 


portrayed in the tables, the results are 
either inadequate reserves which jeop- 
ardize the security of compensation of 
the widow, or excessive reserves which 
would require industry to pay higher 
Premium rates than necessary and would 
be reflected in the production costs. The 
two compilations do not agree. It is 
mentioned in the report of the Actuarial 
Society that reserves set up according 
to the American table will be greater 
than ve reserves depending upon the 





Bankruptcy Situation 

The problem of bankruptcy of both 
insurance companies and employers 
was approached by Chairman Parks 
from the angle of how many injured 
workmen have been deprived of their 
compensation by such disaster. Speak- 
ing for Massachusetts, his own state, 
he said: “Ours is an insurance state. 
We have no self-insurers as such in 
our law. Every employer who wishes 
to give his employes the protection of 
the workmen’s compensation act must 
take out a policy of insurance in 
some recognized insurance company 


approved by the insurance com- 
mussioner. 
“We have had in this state some 


insurance companies that have become 
defunct. Through the skilful hand- 
ling of this matter by our insuranc 
commissioner, Merton L. Brown, and 
his able assistant, Mr. Cogswell, and 
with the able assistance of members 
of the Industrial Accident Board, in- 
jured workmen working for employers 
insured in these defunct companies 
have not yet been deprived of com- 
| pensation.” 











Dutch table for ages under thirty-four 
and less for ages over thirty-four. — 

“A table based on American experience 
should by all means be established.” 

Compensation Merit Rating 

Of interest to compensation under- 
writers was the paper “Merit Rating, an 
Incentive for Accident Prevention,” by E. 
I. Evans, actuary, industrial commission 
of Ohio, who discussed schedule merit 
rating and experience merit rating dis- 
passionately. He described the experi- 
ence plan used in Ohio which distributes 
the cost into three divisions—initial costs 
in the first; in the second, cost beyond 
$500 in compensation and $200 in medical 
in any one claim, and in the third, the 
catastrophe claim cost. 

In the speaker’s opinion, in a compre- 
hensive system of experience rating, the 
total cost of accidents should be used in 
order to include all factors of cost. He 
said: “However, violent fluctuation in 
costs would result in the premium of an 
employer reflecting the results of chance. 
for which insurance should be provided. 

“If we use frequency rather than cost. 
we do not measure the benefit of effcc- 
tive control of infection, rehabilitation, 
malingering, and medical cost, but pro- 
vide an incentive for concealing minor 
cost cases, as a minor case would have 
the same influence as a major one. 

“If the cost is broken down into two 
or more divisions our problem becomes 
more simple. We cannot determine what 
portion of the cost is due to chance or 
what portion is within human control, 
but we can assign to one division the 
cost that is not greatly influenced by 
chance, for which little if any insurance 
need be provided, and segregate into an- 
other division that portion of cost that 
is largely a matter of chance and for 
which insurance should be provided. The 
greater the number of divisions into 
which the cost is distributed the more 
exacting can the experience be made to 
reflect cost control by an_ individual 
firm.” 

As to the extent to which an employer 
shall be rewarded for maintaining a fa- 
vorable accident cost record, Mr. Evans 
said: “It should be in proportion to the 
employer’s volume of exposure, and suf- 
ficiently high to give to such employer a 
very materiai advantage over his com- 
petitors who develop a highly unfavor- 
able record. However, the penalty im- 
posed for an adverse accident cost should 
not be a burden that will result in the 
employer discontinuing business during 
the period for which the penalty is im- 
posed. 

“The use of only one year’s record, in 
experience-merit rating, makes it pos- 
sible for an employer to evade the effect 
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of an adverse record by curtailing his 
operations for the year his penalty is in 
effect. The use of a three- to five-year 
period tends to eliminate this danger, 
and permits of a wider span between the 
rates of individual employers, as well as 
giving a more dependable indication of 
the employer’s individual hazard.” 
Summarizing Mr. Evans did not feel 
that the experience rating plan solved 
the problem for small employers even 
though it can be made to be effective as 
an incentive for safety with large em- 
ployers. He explained: “Experience- 
merit rating does not apply to employers 
with a five-year premium exposure be- 
low $100 in Ohio, below $500 in New 
York, below $1,000 in Pennsylvania, and 
below $600 in a large number of the 
states where the National Council plan 
is used. The expense of applying ex- 
perience rating, as well as the difficulty 
of giving any appreciable weight to lim- 
ited exposure, has resulted in the plan 
not being applied to the small employer. 
“Experience-merit rating measures the 
results attained, rather than results con- 
templated, by an accident-prevention ac- 
tivity, thereby requiring that the safety 
program must be effective in order to 
merit consideration, that the individual 
employer can adopt safety without wait- 
ing for others in his industry, and re- 
ceive a commensurate reward. A com- 
prehensive experience-merit rating plan 
brings before the individual employer in 
concrete form the proposition—prevent 
accidents or pay. Therefore, experience 
merit rating is an incentive for accident 
prevention.” 
Control of Medical and Hospital Fees 
Another topic of keen interest, “Con- 
trol of Medical and Hospital Fees: Why 
and How?” was presented by John C. 
Root, chief claims examiner, North Car- 
olina Industrial Commission, who gave 
as his purpose “to show that charges for 
medical and hospital treatment in com- 
pensation cases should and can be con- 
trolled; that the control of such charges 
will accomplish a fuller and necessary 


expression of the philosophy out of 
which our compensation laws have 
grown. 


“T hope also to show that there are 
practical reasons for exercising this con- 
trol, and that fees for physicians and 
hospitals can best be passed upon by 
the commission or board charged with 
the responsibilities incident to the ad- 
ministration of the law—and without act- 
ing arbitrarily.” 

Mr. Root put specific cases before the 
convention by way of giving practical 
reasons why medical and hospital costs 
should be subject to control. He said 
that a review of cases handled by any 
industrial commission or accident board 
would disclose the same need for such 
control as he has revealed by studies 
made in North Carolina which point most 
convincingly to the fact that from the 
standpoint of practicality control is not 
only advisable but necessary. 

Among the many problems to be faced 
and dealt with Mr. Root named the fol- 
lowing: 

(1) The disposition to charge more in 


a compensation case than in private 
practice. (2) Exaggerated diagnosis. 
(3) The use of technical terms which 


might mislead one not familiar with their 
meaning. (4) Unnecessary hospitaliza- 
tion, or hospitalization for a longer 
length of time than is required, either 


McCagg Eagle’s New 
Production Manager 


SUCCEEDING W. H. WUNNER 


Has Been with Company Since 1927 and 
Has Demonstrated His Ability; Suc- 
cessive Advances Made - 


George W. McCagg has been appoint- 
ed production manager of the Eagle In- 
demnity effective October 1 succeeding 
William H. Wunner, who resigned re- 
cently to join the Bankers Indemnity. 
Mr. McCagg has been assistant produc- 
manager of the 


for the past three years, and has been 


tion Eagle Indemnity 


continuously associated with the Royal 
Indemnity and Eagle Indemnity compa- 
nies in various capacities since 1927. His 
demonstrated ability has won for him a 
series of promotions culminating in the 
responsibie post he now holds. 

Mr. McCagg’s first association with 
the Eagle was as general agent in San 
Diego in 1927. In 1929 he left San Diego 
to accept an appointment as special agent 
at the companies’ Los Angeles branch, 
and the following year was transferred 
to Atlanta, Ga., where as special repre- 
sentative he was active in sales promo- 
tional work for both the Royal and Eagle 
Indemnity companies. On the strength 
of that record he was called to the New 
York office of the Eagle Indemnity as 
assistant production manager, from 
which position he now advances to that 
of production manager. 

Having had a diversified and seasoned 
experience in production work, supple- 
mented by a sympathetic understanding 
ot the problems of local agents in vari- 
ous parts of the country, Mr. McCagg 
brings to his new position qualifications 
which should be of practical value to 
the Eagle’s agents. 





COMMITTEE CONTINUES 

The special workmen’s compensation 
comnittee of the National Association of 
Insurance Agents, chairman of which is 
W. Eugene Harrington, is being contin- 
ued for afother year. This decision was 
reached at last week’s Grand Rapids 
convention. 


to serve the doctor’s convenience or to 
indulge the patient. (5) Unnecessary 
X-ray examinations. (6) Excessive treat- 
ment frequency. (7) Nursing which is 
not a part of the necessary treatment. 
(8) Charging for the treatment of con- 
ditions having no connection with the 
accident. 
Other Topics 

Other topics included “Shall the Em- 
ploye Have the Right to Select His Own 
Physician,” by James J. Donohue, Con- 
necticut workmen’s compensation com- 
missioner: “Progress Made in the Pre- 
vention of Industrial Injuries,” by James 
L. Gernon, director, division of inspec- 
tion, New York state department of la- 
bor; “Study of the Cause of Increasing 
Disabilities in Fracture Cases,” by Wil- 
liam F. Dolan, M.D.; “Low Back Strains 
and Their Treatment,” by Joel E. Gold- 
thwait, M.D., and “The Effect of Work 
on the Diseased Heart.” 
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SILICOSIS 


A New Problem In the Insurance Field 
By Frederick S. Kellogg 


CLAIMS 








General Counsel, Manufacturers’ Ass’n of New Jersey 


The author, distinguished member of the New Jersey Bar, an authority on occu- 
pational disease claims, appeared before the insurance law section of the American 
Bar Association convention recently in Milwaukee where he gave the benefit of 
his knowledge on silicosis, its causes, the difficulty of making diagnosis, and the 
adjudication of claims for injury by silicosis. His address, which is appearing in 
The Eastern Underwriter in two instalments, also gave an expert’s slant on the im- 
portant question of prevention and control of the disease. 

Mr. Kellogg, a member of the law firm of Kellogg & Chance of Jersey City, 
has been general counsel Manufacturers’ Association of New Jersey and _ its 
affiliated insurance companies for some years past and has a high reputation in 


state legal circles. 


In approaching the subject “Silicosis 
Claims—A New Problem in the Insur- 
ance Field,” the first question to be an- 
swered is what element creates the 
problem. I hope to indicate that the 
difficulties which cause the problem lie 
not primarily in insurance and not pri- 
marily in the adjudication of claims for 
injury, but in the nature of silicosis it- 
self. What is and what is not silicosis 
is a purely medical question. It is only 
after the medical questions are answered 
that we come to the questions of lia- 
bility of the employer to recompense for 
injury and of the insurance carrier to 
indemnify the employer against such re- 
compense. 

It is always a hazardous matter for a 
layman to attempt an explanation of a 
medical problem. However, as the medi- 
cal problem is at the root of the diffi- 
culty, | must take my courage in my 
hands and discuss briefly the medical 
aspects of silicosis. 

We may take as a definition of sili- 
cosis that it is an injury to the lung 
tissue caused by the prolonged inhala- 
tion of dust, which dust contains the ele- 
ment silicon where such inhalation of 
dust results in the substitution of scar 
or fibrous tissue in the place of the nor- 
mal tissue of the lung. Definitions do 
not get us very far. To define a disease 
does not in itself determine whether the 
claimant is suffering from it. A diag- 
nosis must be made and here we en- 
counter the first difficulty. 


Autopsy and X-Ray Diagnosis 


Apparently the only certain diagnosis 
is autopsy, which can, of course, only be 
performed after the disease is ended. 

The next method of diagnosis on the 
scale of certainty is by x-ray examina- 
tion. This, however, shows nothing at 
the very beginning of an injury by 
silica dust. It is only when that injury 
has progressed for a considerable time 
that the first definite indications will ap- 
pear upon an x-ray examination. The 
disease is of very slow development. I 
have heard it stated on good authority 
that a person having healthy lungs may 
work in a dusty atmosphere for ten to 
fourteen years before the first indica- 
tion of silicosis will appear on an x-ray 
plate. 

Of course, in addition to the x-ray 
examination, there is a case history and 
a clinical examination. The indications 
on the x-ray plate in cases of suspected 
silicosis may be and frequently are of 
an ambiguous character. In other words, 
the markings may be there, but it re- 
quires a medical man of long experience 
to differentiate between markings on a 
plate caused by the inhalation of silica 
dust from similar markings on a plate 
which may be caused by other agencies. 
So the case history and the clinical ex- 
aminations are necessary for diagnosis 
in almost every case. 

You will see that here is a wide field 


for disagreement among the medical 
men. You will see that in this, as in 
other questions of a like nature, there 
is opportunity for the claimant to mis- 
lead his own doctor by giving a false 
history of his previous employments and 
exposures to dusts of various kinds. Un- 
der the best of circumstances diagnosis 
is difficult and it is seldom that the best 
of circumstances occur. 

I think it safe to say that reliable diag- 
nosis in cases of silicosis can only be 
made by men of long training and ex- 
perience in this particular field and that 
the practicing physician who has not 
specialized in this field is incompetent to 
make a differential diagnosis of silicosis 
of the lungs. This fact must be borne 
in mind when we later come to consider 
the question of the tribunal and methods 
of procedure to be adopted in adjudicat- 
ing silicosis claims. 

Cause of Silicosis 


There is another medical aspect of 
silicosis which makes it extremely dif- 
ficult to adjudicate and that is the slow 
rate of progress of the disease. If a 
man’s disability or death could not re- 
sult from any other cause than silicosis 
we would have a comparatively simple 
problem, but where other causes of dis- 
ability or death are present and operat- 
ing, it is a matter of extreme difficulty 
to say whether the disability or death 
resulted from the silicosis or from other 
causes, or from a combination of causes. 
That question also is one which the or- 
dinary practitioner is not in a position 
to answer accurately and yet upon that 
answer may depend the question of lia- 
bility to make compensation. 

And now having touched briefly on the 
difficulty of diagnosis of silicosis, I must 
venture upon another inquiry which lies 
outside of the field of law and insur- 
ance, and that is the cause of silicosis. 

Prevailing opinion is that disabling in- 
jury is only caused by dusts which con- 
tain silicon and oxygen in chemical com- 
bination in the form of free silica. I 
have said that this is the prevailing 
opinion, but there are other opinions and 
there are certain developments which 
cause one to hesitate to say that silicon 
dioxide (free silica) is the only cause 
of silicosis. 

As nearly as I can learn, silicosis was 
first carefully studied in the South Afri- 
can gold mines. The rock there mined 
contains a large percentage of free 
silica, say 70 to 80%. This free silica 
was fixed upon as the cause of silicosis, 
prevalent among the miners. But gold 
mining has been carried on also and for 
many centuries in India. The rock in 
India contains a higher percentage of 
free silica than in South Africa. One 
would expect that the Indian miners 
would be afflicted with silicosis by a 
greater degree than those of South Af- 
rica, but investigation seems to prove 
that the Indian miners are practically 
free from the disease. 

Further investigation showed that the 


South African rock contained compara- 
tively small quantities of a silicate 
known as ceresite. But further inves- 
tigation seems to indicate that other ma- 
terials which contain no ceresite but do 
contain free silica will cause silicosis. 
So we are back to free silica as the cause 
of silicosis, but without explanation as 
to why free silica does not cause sili- 
cosis in any Indian gold mines. 

Let us turn now to certain silicates— 
asbestos for example. It seems reason- 
ably certain that asbestos dust will cause 
changes in the lung which will appear 
on an x-ray plate, and that these ap- 
pearances are somewhat different from 
those of silicosis. There is further ques- 
tion as to whether asbestos, causing the 
condition known as asbestosis, produces 
a disabling effect. Another contention is 
that asbestos almost always contains a 
small amount of free silica in addition 
to the silicates. 


Size of Dust Particles a Factor 


There is another factor which must be 
mentioned. It is the size of the dust 
particles. Coarse particles will not cause 
silicosis, because they are too large to 
enter the lung tissue. Particles of more 
than ten microns will be stopped before 
entering the lungs. A micron is about 
1/25,000 of an inch. Recent opinion 
seems to be that particles about five 
microns will not enter the lung, because 
they are too big. Whether there is any 
degree of smallness below which par- 
ticles would be harmless is not known, 
because the limit of microscopic visibility 
is reached. At the present time it is 
thought that dust particles of half a 
micron are the most injurious. 


It is these factors in connection with 
silicosis, namely its extremely slow de- 
velopment, the difficulty of making diag- 
nosis, the further difficulty of determin- 
ing whether any industrial environment 
will produce a dust of sufficient fineness 
and of proper chemical composition to 
cause the disease. It is these, among 
other factors, which make it so difficult 
to justly adjudicate claims for injury by 
silicosis, whether by common law pro- 
cedure or under the workmen’s compen- 
sation system. 


To Be Continued Next Week 





W. H. WUNNER HONORED 


A dinner in honor of William H. Wun- 
ner, retiring production manager of the 
Eagle Indemnity, was held September 20 
in the dining room of the Royal-Liver- 
pool Groups at 150 William Street. Mr. 
Wunner left the Eagle to become assis- 
tant secretary and production manager 
of the Bankers Indemnity. 

T. Y. Beams, superintendent, liability 
department, Eagle Indemnity, was toast- 
master, and about sixty-five of Mr. Wun- 
ner’s business associates in the Eagle 
and Royal Indemnity companies were 
present, including F. J. O’Neill, presi- 
dent of the companies, and Walter Small 
of the New England Department. A pair 
of field glasses was the gift of his asso- 
ciates to him. 





RICKERD ADDS TO STAFF 

Martha I. Truitt, formerly in the re- 
search and media departments of the 
New York offices of Erwin, Wasey & 
Co., and Young & Rubicam, has joined 
the C. E. Rickerd Advertising Agency, 
Detroit. Mrs. Truitt also did advertis- 
ing work for the Berkey & Gay Furni- 
ture Co., Grand Rapids, and the United 
States Hoffman Machinery Co., New 
York. 





C. M. ZINK APPOINTED 

Charles M. Zink has been appointed 
general agent in Indiana for the Sun In- 
demnity, having charge in the state of 
the accident and health departments. For 
several years Mr. Zink was state secre- 
tary and treasurer of the Travelers Pro- 
tective Association and gained national 
prominence.as an organizer and produc- 
tion manager. 
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Industrial Accident Prevention No 
Longer Regarded As Fad By Industry 


Holger Jensen, manager, engineering 
and rating division, Maryland Casualty, 
presents some convincing facts for 
agents in selling workmen’s compensa- 
tion in the current Budget. Viewing in- 
dustrial accident prevention as an ac- 
cepted fact in industry and not just a 
fad to be taken up and later dropped, 
Mr. Jensen says the casualty agent 
should impress the insured with the fact 
that only by a reduction in losses (which 
accident prevention will bring about) can 
a reduction in rate be obtained. The 
conditions which the insured permits to 
prevail in his plant determine the rate. 

Indicating the place accident preven- 
tion now occupies in the industrial world 
Mr. Jensen says further: 

“National Recovery Administration 
Bulletin No. 2, dated June 19, 1933, Para- 
graph (c) reads as follows: 


“Conditions of employment should contain nec- 
essary safeguards for the health and safety of 
the workers and for the stabilization of their 
employment. 


“Thus employers and employes are 
charged with the responsibility, under 
the Recovery Act, of establishing by mu- 
tual agreement standards governing ac- 
cident and occupational disease preven- 
tion programs. 


C. W. A. Safeguards 


“In the employment of 4,000,000 peo- 
ple by the Civil Works Administration 
last winter, H. L. Hopkins, Federal ad- 
ministrator, immediately took steps to 
provide safeguards against accidents and 
deaths among the C. W. A. workers. 
Almost overnight safety directors were 
appointed for every state in the union 
and a nationwide safety organization es- 
tablished. It is estimated by the Wash- 
ington authorities in charge of this ac- 


cident prevention work that deaths 
among workers were reduced 50% after 
the safety organization began to func- 
tion. 

“Statistics show that for 1933 the cost 
of industrial accidents for compensation 
and medical services was two billion dol- 
lars. That was the cost during the year 
of the lowest point of industrial activity. 
Then there is the cost for such items as 
spoilage of material and machines, inter- 
ruption of schedules, lost time by per- 
sons other than the injured, training of 
new employes, etc. If this is added to 
the compensation and medical costs, the 
total cost of industrial accidents for 1933 
was about eight billions of dollars. 

“Any program which employers and 
employes can institute to remove this 
drain on the industrial resources is a 
decided step toward industrial recovery. 

“The American Engineering Council in 
its study of safety and production proved 
that the plant which had made the great- 
est progress in accident prevention had 
also shown the largest increase in pro- 
ductivity. This study further revealed 
that every accident in his plant cost each 
manufacturer approximately six hours of 
production in addition to the time lost 
by the injured.” 





H. F. LEGG ON COAST TRIP 

Harry F. Legg, assistant vice-presi- 
dent of the Fireman’s Fund Indemnity 
in charge of production and agency de- 
velopment of the Eastern department, is 
returning from the San Francisco office of 
the company. A month ago Mr. Legg 
was promoted from the assistant secre- 
taryship. Accompanying him is Watson 
H. Caudill, newly appointed assistant 
secretary, who has assumed supervision 
of the company’s bonding business in 
the East. 





C.W.A. Deaths at Low Mark 


The wisdom of Federal Adminis- 
trator Hopkins’ accident prevention 
program among C. W. A. workers 
during the past year is borne out by 
his recent report that deaths and 
injuries on emergency works projects 
throughout the country have been de- 
creased to less than half of what 
might have been expected as normal. 
This was accomplished despite a 
larger than normal variety of hazards. 

During the four and_ one-half 
months of the C. W. A., which em- 
ployed about 4,000,000 men and wo- 
men last winter, Mr. Hopkins said, 
the Federal safety program carried 
on held deaths from injuries sustained 
on jobs down to 340 throughout the 
country, whereas, official mortality 
and accident statistics indicated that 
as many as 800 deaths might have 
been expected. 

During the first four months of the 
emergency works program which fol- 
lowed the C. W. A., beginning April 
1, there were sixty-two deaths out of 
an average of 1,000,000 persons em- 
ployed. If this number had each been 
employed thirty hours a week through 
the period, as under the C. W. A,, 
the number of deaths which would 
have been mathematically expected 
would have been 200, and the actual 
death rate would have been cut to a 
little over one-fourth of this expec- 
tancy. However, under this program, 
the working hours were limited by 
budgetary requirements, so that, ac- 
cording to calculations, the death rate 
was about the same as under the 


C. W. A. 











HOST TO F. H. BURNS 


Hobart A. Martin, resident manager 
in Indianapolis for the Maryland Cas- 
valty, recently was host to F. Highlands 
Burns, chairman of the board of direc- 
tors, at an informal luncheon at the Co- 
lumbia Club. 





Changes Necessary In 
Canadian Auto Act 


MANY PROPOSED AMENDMENTS 





Superintendents of Eight Provinces Told 
of Reasons For Change by R. P. Hart- 
ley, K. C., of New Brunswick 





The existing uniform automobile insur- 
ance act in force in eight provinces of 


Canada came under fire at the recent 
seventeenth annual conference of the 
Association of Insurance Superintend- 
ents of the Provinces of Canada, the 
opinion being that an immediate start 
should be made toward a new model act. 
It was felt that a change in the existing 
act was overdue in view of the rapid 
growth of the automobile industry and 
public influence in deciding actions of 
insurance companies in compensating 
victims of automobile accidents. 

In his presidential address R. P. Hart- 
ley, K. C., deputy attorney general of 
New Brunswick, pointed to the large 
number of proposed amendments to the 
Automobile Insurance Act coming before 
the conference for consideration. He ex- 
plained: “The Province of New Bruns- 
wick, which had put this act into effect 
as regulations, under the acts passed to 
confer certain powers upon the Gover- 
nor-in-Council in respect to Insurance, 
in 1932 and 1933, passed the act in 1934. 
In view of the large number of suggest- 
ed amendments, which come from largely 
diversified sources, it looks as if the ex- 
perience gained by having the act in 
effect in most provinces for the last two 
or three years shows that the act is in 
need of some amendments.” He urged 
these amendments be given the serious 
consideration to which they are entitled 

None of these amendments, however, 
modifies the principles of the present 
law. All are necessary in the commit- 


tee’s opinion, because of court decisions 
and legal opinions that the present law 
does not embody. 





birds of a feather 


The character and standing of a company is measured by 
the calibre of its agents... Good agents have good companies. 


This may be the reason why so many of the outstand- 
ing casualty agents of the country represent the ‘London 
Guarantee”. 


Established in 1869, the “London Guarantee” is one of 
the oldest and strongest casualty companies in the world. 


LONDON GUARANTEE & ACCIDENT COMPANY, Lio. 


J..M. HAINES, U. S. Manager 


55-FIFTH AVE., NEW YORK 
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E. A. G. Manton First Prize Winner In 
N. Y. Society’s Casualty Examination 


E. A. G. Manton, American Interna- 
tional Underwriters, was the winner of 
examination prizes given early this year 
by the New York Insurance Society in 
both its Casualty I and Casualty II lec- 
ture courses. A. F. Lafrentz, president, 
American Surety, and Theodore L. Haff, 
United States manager, European Gen- 
eral Reinsurance Corp., were the respec- 
tive donors of these awards. Other prize 
winners were as follows: Casualty I— 
second prize, Dean A. Stone, American 
Surety; third prize, Frank C. LeGost, 
American Surety. Casualty IIl—second 
prize, Charles W. Bishop, Car & Gen- 
eral, and John B. Stewart, Bankers In- 
demnity; third prize, Justin D. Sullivan, 
Fidelity & Casualty. 

Manton Studied Abroad 

E. A. G. Manton, winner of the two 
first prizes in the casualty course, is a 
young Englishman who has been hcre 
for eighteen months as casualty under- 
writer in the New York office of the 
American International Underwriters 
Corp. A nephew of E. G. Manton, for- 
eign manager in London of the Cale- 
donian, he attended the Shaftesbury 
School, Dorset, England, and was gradu- 
ated from London University before 
serving an apprenticeship in his uncle’s 
office. 

Mr. Manton then went to Paris to join 
B. W. Noble, Ltd., which agency han- 
dles A. I. U. C. business. While there he 
made trips into- other continental coun- 
tries and became well versed in European 
insurance conditions. This familiarity is 
particularly helpful to Mr. Manton in the 


American International’s New York of- 
fice which is in constant touch with in- 
surance markets in all parts of the world. 

Mr. Manton’s hobbies are rugby, hock- 
ey and cricket. 

The first surety award was won by 
Frank C. LeGost, American Surety; sec- 
ond prize by Floyd C. Pickett, New York 
Insurance Department, and third prize 
by Edwin G. Torbohm, Aetna Life. The 
donors of these prizes were John A. Grif- 
fin, vice-president, Fidelity & Deposit, 
and Edward B. Southworth, manager, 
bonding department, Aetna Casualty & 
Surety. 

F. C. LeGost U. of P. Graduate 

The surety first prize winner, Frank 
C. LeGost, is assistant underwriter in the 
American Surety’s home office automo- 
bile department having taken the stu- 
dent training course given by the com- 
pany. A graduate of Wharton School, 
University of Pennsylvania, Mr. LeGost 
took his B.S. in economics. He spe- 
cialized in insurance, finance and statis- 
tics while at Wharton School, later tak- 
ing special courses in the U. of P. gradu- 
ate school and an accountancy course at 
Pace Institute. Mr. LeGost also won the 
third prize in the Casualty I of the So- 
ciety last year. 

Dean A. Stone was another American 
Surety prize winner, receiving the sec- 
ond award in Casualty I. Mr. Stone is 
in charge of casualty underwriting in the 
Albany branch office of the company. 
Like Mr. LeGost he took the company’s 
training course upon employment. He 
attended college in the West. 





R. H. Towner Anniversary 
Recalls 1906 House-cleaning 


The twenty-fifth anniversary of the 
Towner Rating Bureau brings up an in- 
teresting sidelight in connection with the 
events which led up to the organization 
of that Bureau and the Surety Associa- 
tion of America. The man who probably 
had more to do with setting the machin- 
ery in motion for this organization was 
William B. Joyce, then president of the 
National Surety Co., who had been in- 
vited to address the October, 1906, con- 
vention of the insurance commissioners 
in Washington. Faced with a demora- 
lized rate situation Mr. Joyce felt it ad- 
visable to ask for a house-cleaning, con- 
demning the methods followed by the 
surety companies, and incidentally criti- 
cising severely the methods of the in- 
surance commissioners. 

Contemporaneously with his censure of 
the surety companies’ and insurance com- 
missioners’ methods Mr. Joyce persuaded 
the then Secretary of the Treasury Les- 
lie M. Shaw to put into effect the origi- 
nal governmental regulation of surety 
companies limiting the amount of liabil- 
ity surety companies could carry net on 
one bond to 10% of their capital and 
surplus, as determined by the United 
States Government. He also prepared 
the original order which was issued. 

These activities brought about a. tre- 
mendous amount of criticism of Mr. 
Joyce at the time, but most of the critics 
lived to see the day that it was recog- 
nized as the most constructive thing that 
ever happened in the surety world. 


Col. Button Extends Praise 


It will be recalled that Col. Joseph 
Button of Virginia gave recognition to 
Mr. Joyce’s activities during that period 
before a White Sulphur Springs casualty 
gathering in October, 1927. Col. Button 
said in part: 

“Like many new commissioners, I had 
a desire to become a crusader, to bring 
about all sorts of reforms. With th‘s in 
mind, I communicated with Commission- 
ers O’Brien of Minnesota, Carroll of 


Iowa and Carr of Maine, to know if they 
would join me in examinations of surety 
companies in response to the suggestion 
of Mr. Joyce at Washington. They re- 
plied in the affirmative and I then took 
the matter up with that wizard of an 
examiner, S. Herbert Wolfe, with whom 
I had been on several examinations, and 
who seemed to me to be able to put his 
thumb upon the weak spot in a company 
almost as soon as he entered its portals. 

“Several months elapsed but early in 
February, 1907, I wired the other three 
commissioners that I was ready to begin 
and to meet me in New York... Commis- 
sionef? Carr was the only one that could 
come, the other two wiring an authoriza- 
tion to me to act for them. Having in 
mind Mr. Joyce’s pressing invitation to 
examine his company, we started in on 
the National Surety. 

“Never will I forget the startled ex- 
pression of Ballard McCall, acting presi- 
dent in the absence of Mr. Joyce, when 
we told him the object of our visit. How- 
ever, he gave his permission and we 
started into the examination and it was 
rot long before we discovered that Mr. 
Joyce had not overdrawn the picture in 
his address in Washington. He was 
frank and fair and desired us to make 
a thorough examination, and in the lan- 
guage of my friend Henry Tyrrell, ‘I'll 
say it was.’ 

“Among the things we found was the 
guess work method of setting aside un- 
paid loss reserves, which we afterwards 
discovered prevailed in all of the com- 
panies examined, save one, and we exam- 
ined most of those in existence at the 
time. One case I distinctly recall was 
a reserve set aside on December 31, for 
annual statement purposes, of $30,000 on 
a contract bond in Chicago, whereas the 
company paid between this and the time 
of our examination, $75,000 on it and 
subsequently had to pay several hun- 
dred thousand more. 

“After this examination was concluded 
and the report submitted to Mr. Joyce 
showing an impairment of two or three 
hundred thousand dollars—the exact sum 
I do not recall—he requested us to ap- 
pear before his board of directors and 
lay the matter before them. He called 
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Retrospective Credit 
Plan Urged for IIl. 


IN WRITING AUTOMOBILE RISKS 





Illinois Agents’ Ass’n Review Competitive 
Situations and Hear Committee Re- 
ports; Finances in Good Shape 





Automobile business is ceasing to be 
profitable in Illinois not only because of 
the increasing loss ratios the companies 
have suffered due to automobile fatali- 
ties and injuries but due to the develop- 
ment by non-bureau companies of pre- 
ferred risks. They are taking the cream 
or better part of the business from the 
Bureau companies, according to W. Her- 





A. S. Keys Ass’n President 


Alvin S. Keys of Springfield, O., 
was re-elected president as were th° 
rest of this year’s officers with ex- 
ception of W. Herbert Stewart, who 
was elected third vice-president. 
Lyman M. Drake of Chicago succeed 
Robert D. Troxell of Springfield a 
national councillor, the latter being 
made chairman of the legislative corm- 
mittee. Lyle H. Gift of Peoria suc- 
ceeds C. C. Nicholson as chairman of 
the automobile committee while th 
latter becomes chairman of the griev- 
ance committee. 

W. H. Jennings was elected chair- 
man of the local boards committee 
while Horace R. Checkley of Mattoon, 
Ill., was named chairman of the fire 
and accident prevention committee. 











bert Stewart, of Chicago, chairman of 
the casualty and surety committee of the 
Illinois Association of Insurance Agents 
who reported the situation at its annual 
meeting recently. 

The preferred risk plan which offers 
rates 25% below manual to persons 
wishing to insure passenger cars not used 
for business, is taking that part of the 
business that Illinois agents felt was 
their only hope for profit, Mr. Stewart 
said. He urged that the Bureau compa- 
nies be asked to develop a classification 
or graded scale plan which he termed 
“retrospective credit.” 

Federal Land Bank Competition 


Federal Land Banks, who have made 
arrangements with some of the large 
stock companies to carry, on an open 
policy schedule, insurance on _ farms 
where the owners have not kept up their 
premium payments, are cutting into the 
business of the local agents who have 
been carrying and servicing this business, 
declared Mark I. Hall, chairman of the 
farm committee in his report. 

“The resident local agent who has been 
carrying and servicing these farms ought 
not to be ignored when business is lost 
inthis manner. Even though he does 
not happen to represent the carrying 
company, it is felt he should be paid 
a brokerage, for he has for years been 
out on the firing line preaching the gos- 
pel of sound stock insurance. 

“As everyone knows, the companies re- 
quire the agent to do much work in 
securing data, making surveys, measure- 
ments, diagrams, taking the application 
and servicing a farm risk. Therefore, 
the farm agent who has conscientiously 
performed all, these services is especially 
hard hit when the business is snatched 
away from his control by the mortgagee,” 
Mr. Hall said. He further discussed loss 
ratios on farms saying that 10% of all 
farm fires are attributed to sparks on 
roofs. The new soybean rage is cre- 
ating concern among underwriters, it 
being questioned whether fodder of this 
sort is an additional fire hazard. 

Other reports were made by P. B. 
Hosmer of Chicago, »and Frank M. 
Chandler of Chicago, chairman of finance 





his board together, the report was read 
to them and they came to the rescue 
handsomely by making up the deficit and 
putting the company on solid ground.” 


a 


PERCY F. BIGLIN DEAD 


Officer of Old Lloyds Plate Glass Cy 

Succumbs to Heart Attack; Career — 
Began in 1907 

Percy F. Biglin, one of the loyal, con. 

scientious officials of the old Lloyd's 

Plate Glass, whose career with that com- 

pany began in 1907, passed away fe. 





PERCY F. BIGLIN 


cently following a heart attack. Mr. Big- 
lin served the company as_ secretary- 
treasurer from 1927 on until its scope 
was enlarged and it became the Lloyd's 
Casualty. He handled many of the details 
in connection with changing from a sin- 
gle line to a multiple line carrier, and 
won commendation and promotion for 
his good work. In 1931 he was made 
vice-president and secretary. 

Mr. Biglin was associated with the 
Excess Insurance Co. of America at the 
time of his death. He made many friends 
in metropolitan casualty-surety circles 
who mourn his passing. 








and membership committees respectively. 
Their reports combined gave the asso- 
ciation a happy outlook as its finances 
are in excellent condition and the mem- 
bership has been. increased 13% in the 
past year. 

Tribute to Late J. A. Wachenheimer 

At the afternoon session a new asso- 
ciation constitution was discussed, it 
being believed by its sponsor, Rockwood 
B. Hosmer, that the old constitution is 
antiquated and weighted down with 
amendments. Tribute was paid to the 
late Jacob A. Wachenheimer of Cal- 
lender & Co., Peoria, one of the or- 
ganizers of the National Association 
whose death occurred recently. 

Praise was given for the manner in 
which the H.O.L.C. in its local, district 
and national administration co-operated 
with the Illinois association. 

A resolution was passed opposing the 
application of any rating system for 
workmen’s compensation insurance which 
contemplates a reduction in commissions 
to Illinois agents for services required in 
underwriting, servicing and supervising 
such business. Another resolution ex- 
pressed appreciation to the Commodity 
Credit Corp. for its recently announced 
plan of reorganizing the local agents of 
this country in the handling of its re 
quirements was passed. 





CONTRIBUTORY NEGLIGENCE 


The Automobile Club of Southern Cal- 
ifornia cites a case where a passenger 
was a friend of. the automobile driver, 
the driver intoxicated. There was 4 
smash-up and the passenger sued the 
driver. The court held the fact that the 
man rode with a driver whom he knew 
to be intoxicated, made him a party to 
“contributory negligence.” Damages were 
denied. 
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Richardson Paints Bright Picture 
Of Business Conditions In Britain 


Interviewed this week on his return to 
the United States from his annual visit 
to England and Scotland, Frederick 
Richardson, United States manager of 
the General Accident, painted a bright 
picture of business conditions in Great 
Britain. : 

“Insurance companies as usual, are 
doing well and, although things have not 
become stabilized, they are slightly on 
the upward trend,” he was glad to say. 
He went on: 

“Motor car insurance, however, is not 
proving particularly profitable at_ this 
time. The practice in England is to 
charge uniform rates throughout the 
country but it is now becoming evident 
that higher rates are necessary in Lon- 
don and other big centers owing to the 
heavy concentration of traffic.” 


Improvements Noted 


Pointing to improvements noted in 
British business conditions Mr. Richard- 
son said that although the heavy indus- 
tries such as shipbuilding, steel and coal 
mining are still lagging behind, the lux- 
ury businesses and manufacturing, in- 
cluding the automobile industry, are 
doing well. There was a setback in tex- 
tile production in Lancashire, he noted, 
owing to competition with Japan and 
the German embargo. Throughout 
the south of England the general ap- 
pearance is one of cheerfulness and a not 
too exuberant state of prosperity. Turn- 
ing to the international situation Mr. 
Richardson said: 

“There is a growing feeling of discom- 
fort in Great Britain in regard to inter- 
national relations brought about in the 
first place by the resignation of Japan 
from the League of Nations and, more 
recently and more strongly, by the Nazi 
revolution in Germany. 

“It is becoming increasingly evident 





FREDERICK RICHARDSON 


that the warlike spirit which prevailed 
before the last conflict is renewing itself 
through the assertion of national claims 
which can only be dealt with by the 
League of Nations and the World Court 
or by the arbitrament of war. What is 
needed more than anything else to avoid 
another catastrophe is the concentration 
of international effort on legal forms 
which would implement the entire proc- 
ess of determining national claims and 
also the international interest. 

“To do nothing in the face of so much 
danger is to help to bring on the worst 
that possibly be anticipated.” 





“Saving Seconds” Film 
Makes Hit at Convention 


The premier of the film “Saving Sec- 
onds,” presented by the Aetna Casualty 
& Surety last week at the Grand Rap- 
ids agents’ convention in the specially 
constructed Aetna Theatre in the Pant- 
lind Hotel, attracted attention due to its 
emphasis on the need for highway safety 
alertness. The film, which had complete 
sound effects, orchestration and “voice,” 
proves the folly of attempting to save 
seconds at the possible sacrifice of human 
lives. There is an abundance of evidence 
that hurry is the greatest highway haz- 
ard and this is graphically depicted in the 
film by means of an interesting photo- 
graphic sequence of highway mishaps, 
each one of which has been staged to 
illustrate some particular type of care- 
lessness. 

The many scenes, which follow one an- 
other in rapid succession, are skilfully 
blended into a complete entity by means 
of a realistic narrative. The two chief 
characters, Mr. Thompson and his son, 
are played by professional actors and 
their experiences with the family’s new 
car are used as the framework upon 
which has been built a most effective 
lesson in safe driving. 

The photography is excellent through- 
out and there are some exciting “shots” 
of collisions, skids and other all too com- 
mon highway accidents. Two of the 
most thrilling scenes show a car being 
struck by a train and another hurtling 
down a cliff after being forced off the 
road, 

Although prepared primarily to be 
shown before luncheon clubs, church or- 
Sanizations and other groups of this kind, 

aving Seconds” has instructive fea- 
tures for spectators of all ages and in- 
terests. The Aetna has made it available 
for local showings, which can be ar- 


ranged for through the local Aetna rep- 
resentative. 

The film is available in both silent and 
sound versions. The silent film is in two 
reels and runs for a half hour. The 
sound version, for which Alois Havrilla, 
noted N. B. C. announcer, supplied the 
“off stage voice,” runs eleven minutes. 


E. M. KISSACK DEAD 


Edward M. Kissack, New York man- 
ager of the audit and inspection depart- 
ment of the Indemnity Insurance Co. of 
North America, died recently at his home 
in Westwood, N. J. He was 47 years 
old. Mr. Kissack had served the com- 
pany eleven years. 


OPENS CHICAGO OFFICE 


The Excess Underwriters, Inc., of New 
York has opened an office in Chicago to 
specialize in handling excess and rein- 
surance of fire and casualty lines. W. S. 
Haines, who has been assistant manager 
in New York, is manager of the new 


Says Big Bill 


(Continued from Page 19) 


accurately where any executive is be- 
tween the hours of nine and five and— 
far more to the point—usually knows 
how long he will stay there and what his 
mood will probably be when he returns 
to his desk. 

I’m also told that Eric can figure out 
the exact length of a caller’s stay with 
almost mathematical accuracy. He is a 
lifesaver at times for worried secretaries, 
anxious department heads, and he’s more 
than a match for the genial gentry who 
are a bit vague about appointments and 
names. , 

Music and photography are Eric’s hob- 
bies and at night he plays in various 
dance orchestras. 














Appetites & Thirsts 
Right-Royally Treated 
at the friendly, cozy 


Golden Hill 


RESTAURANT 
at Fulton and William Streets 





e NE of the pleasantest “breaks” in the day in the down- 
town insurance district is a meal or a drink at Childs Golden 
Hill. Here you relax in congenial surroundings, with con- 
genial company . . . happy accompaniments to the tempting 
food, mellow liquors, choice wines . . . and perfect service. 
Whether you gather informally in the cheerful Colonial Room 

. . semi-private rooms . . . or at the Lunch Counter . . . when 
thirst or appetite call, Childs Golden Hill is always a soul- 
satisfying answer! Childs Usual Modest Prices 








Wine, Dine . . . and DANCE at 


Gb SPANISH GARDEN 


12 EAST 59th STREET 
Music by DON ALFREDO and his 


famous 


BLUE AND WHITE MARIMBA BAND 


Dancing Daily and Sunday, 4 to 9 P. M.... 11 P. M. to 1 A. M. 


NO MINIMUM CHECK NO COVER CHARGE 
* . «& 


Also Dancing Daily and Sunday at 
CHILDS RESTAURANT, Paramount Bldg.. BROADWAY AT 43RD 











THE NATION'S HOST FROM COAST TO COAST 
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On the Production “Firing Line” 











Leland Cutler Called San Francisco’s 
Most Versatile Insurance Leader 


Fidelity & Deposit V.P. Has Interests Ranging from Chamber 


of Commerce Work to Pipe-Organ Playing and — 
Dramatics; Board Chairman of Leland 
Stanford University 


“By a Peripatetic Vice-President” 


It is interesting to note that Mr. Cutler’s 
work as chairman of the board of trustee 
of Leland Stanford University has brought 
him into frequent contact with Herbert 
Hoover, former President of the United 
States, one of his personal friends of many 
years’ standing. 


The naive individual whose mental ra- 
tiocinations brought him eventually to 
the ingenuous conclusion that the largest 
rivers flow by the biggest cities would 
doubtless have agreed that honors and 
acclaim gravitate just as inevitably to 
those best fitted to receive them. 

Leland Cutler of San Francisco for 
example. 

Through some natural law of attrition, 
business achievement, civic preferment 
and the conglomerate good will tributes 
of an appreciate citizenry flow ceaselessly 
and increasingly in his direction. Stop 
ten men on California or Sansome streets 
of that city and ask “Who is Le Cutler ?” 
and you will get perhaps ten different 
answers, each of which is or has been 
true. 

The first will tell you that Cutler is in 
the surety business with an office in the 
Financial Center Building. The second 
will reply that he is president of the 
San Francisco Chamber of Commerce. 
Another will say that he is a member of 
a Stock Exchange firm with an office on 
Montgomery Street. 

A fourth that he is chairman of the 
board of trustees of Leland Stanford 
University. The next man will declare 
positively and with equal truth that Cut- 
ler is a member of the Board of San 
Francisco Park Commissioners. The next 
accosted will reply that Cutler is the in- 
dividual who arranged for the federal 
aid which made possible the East Bay or 
San Francisco-Oakland bridge, while 
half a block down the street you will be 
told that Le Cutler owns and operates a 
big ranch over in Colusa County. 


Leader in Famous Bohemian Club 


If the man next catechized happens to 
be interested in club activities he will 
know Cutler as a leading figure of the 
world famous Bohemian Club and as past 
president of the scarcely less well-known 
Family Club. But this plethora of an- 
swers to an identical question is only 
part of it. 

Others know him as a pipe organist, 
as a literateur but with all the rest, as 
one of the outstanding surety men of 
the Pacific Coast. 

Every . Boswell knows that dates and 
bare facts make dull reading, so per- 
haps it is just as well that the place and 
date of Cutler’s birth are shrouded in 
mystery so far as this biographer is con- 
cerned. A request for a chronological 
outline of his life addressed to Leland 
Cutler brought a very sketchy response, 
properly modest and indicating that for 
him life began upon graduation from Le- 
land Stanford University. However, it is 
safe to assume that he is a “native son” 
and that his parents, measured in terms 
of their progeny, were substantial and 
estimable. 

That Cutler is and for some time has 
been chairman of the board of trustees 


LELAND CUTLER 


of Leland Stanford University argues 
that while of the student body his schol- 
astic standing was adequate and his de- 
portment, if not impeccable, at least good 
enough to permit him to graduate at the 
appropriate time. 

That he played a cornet in the student 
band apparently was not held against 
him in later life even though certain of 
his traducers have intimated that the 
manner of his playing was largely re- 
sponsible for his speedy elevation to the 
leadership of the band. It is appropriate 
to add here that a visit to Mr. Cutler’s 
San Francisco home some years ago re- 
vealed there a pipe organ which he him- 
self played, and to add further that the 
quality of his musicianship was genuinely 
impressive. 

After graduating from Stanford Uni- 
versity Mr. Cutler, in true Horatio Alger 
fashion, went into the newspaper busi- 
ness. How long he served the fourth es- 
tate and where is not known at the mo- 
ment, nor the reason why he left the 
newspaper business to run a sewer-pipe 
factory. 

3ut bathos merely gives point to the 
Cutler versatility. 

Started as Insurance Broker 


At some later period and for reasons 
undisclosed Cutler went into executive 
session with himself and emerged with 
the definite decision that he would dedi- 
cate himself to the insurance business. 
Promptly, and reversing the Horace 
Greeley admonition, he went east to Chi- 
cago and entered the office of his uncle, 
W. W. Durham & Co., insurance brokers. 
W. W. Durham died some years ago but 
the brokerage house is still carried on 
successfully today under the direction of 
a son, Frank J. Durham. 

After six months’ training in Chicago, 
Cutler returned to San Francisco, started 
out as a broker, first on his own account 
and then as a member of the firm of Cos- 
tello & Cutler. In 1912 he became the 
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head of the fidelity and surety depart- 
ment in the San Francisco office of the 
Aetna Casualty & Surety and remained 
there until 1921. In that year Edgar 
Hamilton, then vice-chairman of the Fi- 
delity & Deposit, was looking about for 
an associate for Guy Leroy Stevick, Pa- 
cific Coast vice-president of that com- 
pany and dean of west coast surety men. 

Mr. Stevick directed Hamilton’s atten- 
tion to Cutler with the result that Mr. 
Cutler joined the Fidelity & Deposit with 
offices in the Financial Center Building, 
San Francisco. 

People who meet Cutler casually and 
learn of the variety and magnitude of 
his connections are amazed that it is pos- 
sible for him to give the time to them 
that he does. Yet those who know him 
well tell you that once he identifies him- 
self with a business or a community ac- 
tivity his interest is never perfunctory. 

His Many Civic Responsibilities 

He has the executive habit of mind, 
knows how to brush aside non-essentials 
and get to the crux of things and is in- 
defatigable. Consider this roster of cur- 
rent civic responsibilities: 

President of the Library Commission 
of San Francisco; president of the Art 
Commission of San Francisco; chairman 
o! the California commission of the Chi- 
cago World’s Fair; president of the com- 
mission just established to create the 
1938 San Francisco Exposition to cele- 
brate the completion of the two new 
bridges; chairman of the board of trus- 
tees of Leland Stanford University; di- 
rector of the Olympic Club, and member 
of the San Francisco Board of Park 
Commissioners. 

Mr. Cutler was three times president 
of the San Francisco Chamber of Com- 
merce and is a life member of that body. 
He is a director of the Fidelity & De- 
posit. He was twice president of the 
Stanford Alumni Association. Was a 
member of the board of athletic control 
of that university for a dozen years and 
chairman of the committee which raised 
the money to build the great stadium of 
the university. 

Mr. Cutler is essentially a business man 
but, as has already been noted, has a 
very keen appreciation of the fine arts 
and a very pronounced flair for creative 
writing as well as for dramatic work. 
He has been cast in various Bohemian 
Club and Family Club plays, and has 
written numerous comedy sketches as 
well as serious plays. 

Some years ago while Mr. Cutler hap- 
pened to be president of the Family Club, 
Edward Landis, senior partner of Rolph, 
Landis & Ellis, of which insurance firm 
Governor Rolph, now deceased, was then 
a member, invited the writer to attend 
the annual outing in the great Redwood 
Grove at Woodside, California. Arriving 
late on the third night of the meeting, 
the visitor, owing to the large attend- 
ance, was taken to sleep in a bungalow 
in which a number of other visitors were 
already domiciled. Since all were audi- 
bly asleep the visitor groped his way to 
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his cot, undressed in the dark and went 
to sleep. 

At intervals the choir of raucous snor- 
ing was interrupted by anguished out- 
cries of a nightmare ridden fellow guest, 
Dawn revealed him to be John McCall, 
vice-president of the New York Life and 
a director of the company then headed 
by this writer. Neither individual had 
known that the other was at that time 
west of the Hudson River. 


The Real Cutler 


This demi-digression serves to present 
an impression and a recollection of Le- 
land Cutler which those who know him 
best call the real Cutler. You are one 
ot a great circle of men sitting in a clear- 
ing in a forest of giant Redwoods. It is 
the “grove” of the Bohemian Club or it 
may be the “farm” of the almost equally 
famous Family Club of San Francisco. A 
huge fire blazes at one side and the 
flames throw dancing shadows across the 
natural amphitheatre. 

Over all the California moon. 


A rippling chord is struck on an un- 
seen harp—another and another. It is 
the prelude to an original prose poem 
which follows the cadence of the music. 
\s a deep, melodious voice develops the 
lyric theme you think of Hiawatha, of 
Fenimore Cooper and the Leather-Stock- 
ing Tales, of council fires and of forays. 

The poem ends and the audience, still 
under the spell of the narrator, sits un- 
moving. A burning log falls with a crash 
and as the embers blaze high a thousand 
hands beat together and the forest rings 
with cries of approbation. 

Leland Cutler, the poet, has triumphed 
again and before as cosmopolitan and 
critical an audience as ever passed judg- 
ment on a fellow craftsman. 

To some men is vouchsafed the “gift 
of tongues”—the faculty of assembling 
words in patterns which relight and en- 
thrall those before whom they are placed. 
Leland Cutler is of that happy company. 
A bit back of yesterday the passing of 
a much beloved clubmate inspired the 
composition of a memorial eulogy which 
for stark beauty of word painting has 
rarely been equaled. Magnificently en- 
grossed, it now hangs on a club wall 
where the visitor may read and, reading, 
comprehend a little more the genesis of 
the Cutler hold on the affections of his 
fellows. 

Reflect, you routine jaded youngsters 
vho wonder what can be your future in 
this business, that this is the story of a 
man who deliberately chose to make in- 
surance his profession. And he’s only 
forty-something today. 





General Brokers Ass’n Sets 
Oct. 31 for Annual Dinner 


Nathan Greenbaum, chairman of the 
dinner committee of the General Bro- 
kers’ Asso¢iation, made known this week 
that the ninth annual dinner of the asso- 
ciation will be held at the Hotel Astor 
on Wednesday evening, October 31, 1934. 
As on previous occasions, it is expected 
that this dinner will be one of the social 
events of the season in the metropolitan 
fraternity. The cover charge will be $6 
per person. 

The following have been appointed 


chairmen: John Frederick Nubel, vice- 
chairman, dinner committee; Leonard 
Jacobs, secretary and treasurer; George 


reception committee; Ar- 


F. Sullivan, \ 
invitation committee; Wil- 


thur Arnow, 


liam J. McLaren, seating committee; 
Abraham Prusoff, music committee ; 
Samuel Goldman, door committee 


Nicoll Schwartz, publicity committee, "and 
Edith Rubin, ladies committee. 
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